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Insurance Institute, 


Public Relations 
Viewed by Ad Men 


Consumer Attitudes and 
Educational Work Topic 
of Eastern Conference 


NEW YORK—The Institute of Life 
Insurance and the need for increasing 
consumer acceptance were the chief 
topics of discussion at the two day 
meeting of the Eastern Round Table of 
the Life Advertisers Association here. 
Seneca M. Gable, Massachusetts Mu- 
tual, presided. 

“Life insurance has been a laggard 
rather than a leader in advertising,” de- 
clared B. C. Forbes, editor, in the open- 
ing address. “Advertising managers 
have a bigger problem ahead of them 
than ever before,” he said, “and it is es- 
sential that the life company executives 
recognize the vital importance of ad- 
vertising. Social measures promulgated 
by government are likely to have an ad- 
verse influence if the companies do not 
set before the public the great service 
they render and the many benefits de- 
rived from life insurance.” 


Research Man Speaks 


Elmo Roper, research engineer and 
analyst, reported on a survey he has 
made at the request of the Institute of 
Life Insurance, interviewing  bene- 
ficiaries of deceased policyholders, gath- 
ering first hand information on the dis- 
bursing of life insurance dollars. 

Charles F. Hughes of the New York 


“Times” spoke on “Tips from the 
Times.” f 
James A. Fulton, president Home 


Life, spoke on the purpose and inten- 
tions of the Institute. First of all there 
will be a seeking out of public opinion, 
he said, to find out what the policyhold- 
ers don’t like and what they do like. 
There will be an assembling of infor- 
mation to answer specific recurring 
questions received by all companies and 
there the members of the Life Adver- 
tisers Association can be of assistance 
in simplifying and dramatizing the an- 
swers so they will be understandable 
to the layman. 


Erroneous Conception 


There has grown up an erroneous 
conception of life insurance as big busi- 
ness on the part of the public, Mr. Ful- 
ton declared. Perhaps it is partly the 
fauit of the companies themselves be- 
cause there has been too much pointing 
to figures rather than to the service 
rendered. 

“Life insurance is a group of individ- 
uals. It is composed of 65 million peo- 
ple who have banded together to do 
something for themselves and the ob- 
ligation they have is one they have im- 
posed on themselves voluntarily.” Part 
ot the work of the Institute will be to 





Fate of N. Y. Code 
Bill Is Still Uncertain 


Controversial Measure 
Gets Committee O. K. But 
Passage Believed Doubtful 


NEW YORK — Favorably reported 
by the assembly insurance committee, 
the revised New York insurance code 
bill, including last hour amendments, is 
now before the legislature. While ordi- 
narily the favorable reporting of a meas- 
ure by the committee which had it under 
consideration is followed by its enact- 
ment, there is no assurance that the code 
will sail through. Although greatly 
modified in its final form from the earlier 
drafts, it is not entirely satisfactory to 
insurance interests, nor apparently to 
the joint legislative code revision com- 
mittee responsible for its preparation. 
That committee, it is understood, seeks 
te be continued another year in order 
that a number of controversial questions 
may be settled. 

It would be possible to pass the code 
in its present form and have amend- 
ments passed later, but the code com- 
mittee would prefer to submit a well 
polished proposal. The feeling prevails 
that no action will be taken at the pres- 
ent session, and that the committee will 
be continued through the year. 

Should the code as now offered be 
adopted, it would become operative Jan. 
1, 1940, and any amendments could not 
be enacted for several months thereafter. 








tell of the progress made by life insur- 
ance, the great service it has been to 
millions of people. The public must be 
made to see that the agent is not just a 
salesman, he is a man rendering pro- 
fessional service. The agents themselves 
must bring this message to the public 
and through the help of the Institute it 
will be done in coordinated fashion. 


Behan Again Chairman 


The Institute will cooperate with the 
Annual Message of Life Insurance, Mr. 
Fulton said, and announced that Vice- 
President Joseph C. Behan of the Mas- 
sachusetts Mutual will again head that 
committee. 

Roger B. Hull, managing director 
National Association of Life Underwrit- 
ers, discussed “Coordinating our Co- 
operation.” The Institute of Life In- 
surance is the culmination of many 
years’ effort to form just such an or- 
ganization, he said. He referred to the 
national association’s resolution at Rich- 
mond pointing to a vital need for a pub- 
lic relations agency. The institute is 
the answer to this need, Mr. Hull 
stated. It presents the opening for sug- 
gestions from members of the L. A. A. 
as well as ali other bodies to help arm 
the agent with what he needs in his 
daily contacts with the public. There 
are two definite projects on the fire at 
the present moment in which the insti- 
tute is cooperating splendidly with us, 
which I believe will arm your agents in 
the field with two wonderfully effective 
pieces of ammunition.” 

Robert G. Richards, Livermore & 
Knight, gave his views on “The Inter- 

(CONTINUED ON PAGE 11) 





Industrial Life Men 
Argue Big Issue 


File Social Security Act 
Amendment to Exempt 
Agents, Field Men 


WASHINGTON—Representatives of 
some 30 southern industrial life com- 
panies filed with the house ways and 
means committee of Congress a pro- 
posed amendment to the U. S. social 


security act exempting industrial life 
agents and field representatives. The 
big eastern industrial life companies 


were not involved in this move, as it is 
understood they have been resigned to 
having their agents considered as em- 
ployes. 

This action was taken at a hearing 
last week at which several industrial 
life company officials and spokesmen for 
the Life Presidents Association and 
American Life Convention presented 
their views. 

Congressman McCormack served as 
“inquisitor” for the committee, display- 
ing a friendly attitude to the life men 
but a desire for them to give the com- 
mittee precise definitions. This was 
especially manifested when P. M. Estes, 
general counsel Life & Casualty, Nash- 
ville, and James Finlay, of Finlay & 
Campbell, general counsel Interstate 
Life & Accident, Chattanooga, were 
being questioned. 


Asks About “Field Representative” 


Mr. Estes was asked to define “field 
representative,” a term which in the in- 
dustrial end means home office repre- 
sentative. He was asked whether these 
men receive salaries, and admitted that 
they did. Mr. McCormack was per- 
sistent in his line of inquiry designed to 
disclose whether the employer-employe 
relationship existed, and to some extent 
established this as regards field repre- 
sentatives. 

The industrial officials then discussed 
the social security status of their agents, 
pointing out that there had been some 
decisions that specific industrial life 
companies’ agents were not employes, 
and thus were exempt under the act. 


McCormack Presents View 


Congressman McCormack made the 
point that many industries and _ busi- 
nesses had representatives comparable 
to industrial field representatives and 
sought exemption for them on the same 
theory, that while they might receive 
some salary, they also in many cases 
also received commission on their sales 
and were not subject to the control es- 
sential to the employer-employe rela- 
tionship. He said if the life companies’ 
men were exempted probably 100 other 
businesses would demand the same 
treatment. 

Ordinary companies, whose commis- 
sioned agents generally have been ruled 
exempt, did not draw fire of the com- 
mittee as did the industrial men, but 
presented oral and written argument in 
support of exemption of their agents, 
and apparently met the committee’s ap- 
proval. 

The hearing came about due to the 
social security board’s recommendation 
that all life insurance agents be placed 

(CONTINUED ON PAGE 10) 





Douglas Promotion 
Means New Head 
of Insurance Probe 


Jerome Frank, Alternate 
on Monopoly Committee, 
Seen as Possible Successor 


WASHINGTON — Nomination of 
Chairman W. O. Douglas of the Se- 
curities & Exchange Commission to 
the United States Supreme Court has 
led insurance men to speculate on the 
effect of Douglas’s withdrawal from the 
leading role in the temporary national 
economic (monopoly) committee’s in- 
vestigation into insurance and on what 
treatment the insurance business may 
except from his successor, who is yet 
to be named. 

Commissioner Jerome N. Frank of 
the SEC, Douglas’s alternate on the 
monopoly committee, is the one most 
prominently mentioned as Douglas’s 
successor although there is a report that 
Frank is expected to resign from the 
SEC within a few months, either to ac- 
cept appointment as federal judge or to 
resume private practice. It seems un- 
likely that the substitution of Frank for 
Douglas as the director of the monopoly 
commiittee’s insurance investigation will 
cause any great change in its tone or 
procedure. An idealist and ardent new 
dealer, Douglas has assailed big busi- 
ness as tending to crush out idealism 
and to glorify material values. In one 
speech he charged that the trend of big 
business is such as to force the coun- 
try toward either fascism or commu- 
nism. Frank has a somewhat more 
realistic outlook. ; 

_Another prominently mentioned can- 
didate is President Robert M. Hutch- 
ins of the University of Chicago. 
Hutchins, one of the first “public rep- 
resentatives” on the New York Stock 
Exchange, resigned last December as a 
protest against the Exchange board of 
governors’ refusal to go further into the 
Richard Whitney case. There has not 
been any particular indication of Hutch- 
ins’ attitude toward insurance. 

Also mentioned as a possible successor 
to Douglas is A. A. Berle, assistant 
secretary of state and one of the earli- 
est of the new dealers. ; 


Douglas No Alarmist 


In his handling of the insurance in- 
vestigation, Douglas showed he was 
aware of the danger of needlessly alarm- 
ing policyholders about the soundness 
of their insurance investments. How- 
ever, this prudence did not always keep 
his reformer’s zeal in check, notably the 
time he put on the stand industrial 
agents who testified to having “forged” 
policyholders’ ballots in elections of di- 
rectors. The practice—later shown to 
be far less widespread than the SEC had 
intimated—Douglas termed “scandal- 
ous.” 

(CONTINUED ON PAGE 11) 
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Mortality and Interest Experience in 
Last Year Is Tabulated By J. H. RADER 


























































































































































































Few single items from the life financial statement are | classed as revenue in a strict sense because they are pay- 
more important than the ratio of actual to expected mortality | ments to be held in trust and increased by interest earnings 
or net interest earned. It is from these sources that the life | so that death benefits and maturities can be paid when they 
insurance company draws its revenue. Premiums cannot be | fall due. ; : ; 

For 1938 the companies shown in the accompanying 
et es ie Net Interest to Mean Ledger | table had an average mortality experience (death rate) of 
Mortal NAME OF s P : Aer 
ae 50.4 percent of that called for by the mortality table. This is 
; res lity experience during the past six-year 
_t934 | 1935 | 1936 | 1937 | 1938 1934 | 1935 | 1936 | 1997 | 1938 | the, lowest mortality I < & P : 
—|—_—_|—— | | period. 
54.0 3 | 53.1 | 49.3 | Acacia Mutual 4.45 | 4.23 | 4.28 | 4.62 | 4.72 i i ange 
73.7 7 | 69.9 | 70.8 Actne uth 3.87 3 79 3.72 | 3.60 | 3.56 Wisdom of Option Changes 
34.4 .7 | 33.2 | 33.8 | Aid Assn., Lutherans] 4. . . 4.55 | 4.65 » _ : ss ‘ oe SAO 5 
50.4 7 | 38.3 | 36.7 |rAllinnce, 8-20 | 4.07 | 2:90 | 2:8 | 3:10 bce average _ a vase — a 
23.1 -6 | 51.5 | 26 mer. Home 3.61 | 3.58 | 3.45 | 4. 4.01 s Ss e nt opti Nat s tha ecame eftec- 
68.9 .3 | 69.5 | 67.1 | American Mutual 4.30 | 3.90 | 4.10 | 4.2 4.25 the wee ot ett ment a tion cha poy ~¢ 935 ° 
042.4 “5 |o43.3 [038.5 | Amer. National 3-66 | 3.33 | 3.11 | 3.69 |... tive Jan. 1 of this year. With a rate of 3.79 percent, 1935. is 
30.0 5 | 54.4 | 51.4 | Amer. Reserve s 3. 3.71 | 3.74 | 3.57 , 9 
te 7 | 63:8 | 63.4 | Amer. Sevings, Mo. 11:7 11:3 | 1:9 | 2:3 | o:o9 | the low point in the past six years and 1938 comes next with 
98.2 .4| 92.7 | 97.7 | Amer. Srendard 3.91 | 4.19 | 4.60 | 4.61 | 4.37 | 3.80 percent. However, 1938, with its low mortality to offset 
76.7 5.6 | 72.9 | 66.0 | Amer. Unit 168 | 4:3 :46 | 4.38 | 4.00 a 
33.3 7| 38.9 | 40.6 | Amicable 3-70 4.03 4.08 | 3.93 | 4.05 a lack of interest earning, was a much better year than 1935 
58.0 .7 | 53.5 | 51.0 | Atlantic .17 | 3.25 | 3. 3.73 | 3.90 iS. 
52.8 ‘6 | 57.9 | 63.7 | Atlas $0 | 21° | 3:6 | $01 | on | from the standpoint of earnings es 5 
om Jefferson Standard continues to hold top position with 
68.5 | 66.6 | 66.7 | 68.3 | 69.2 | Baltimore Life 4.15 | 4.06 | 4.32 | 4.20 | 4.17 Sa aeae r é = : 
62.0 | 60.4 | 63.0 | 61.5 | 69.9 | Bankers, Iowa 3.90 | 4.08 | 3.91 | 3.01 | 3.80 | aN interest rate of 5.08 percent, followed by Acacia Mutual 
38.5 | 45.4 | 42.3 | 46.6 | 37.0 | Bankers, Neb. 3.77 | 3.16 | 3.18 | 2.59 | 2.88 | with 4.72 percent and Crown Life of Canada with 4.71 per- 
46.0 | 57.6 | 46.6 | 45.6 | 46.1 | Bankers National 4.74 | 4.52 | 5.00 | 4.54 | 3.96 
53.5 | 43.7 | 37-4 | 34.0 | 37.3 | Beneficial 4.36 | 4.22 | 3.97 | 3.93 | 3.72 | cent. 
75.5 | 67.6 | 66.9 | 60.9 | 63.0 | Berkshire 3.81 | 3.87 | 3.57 | 3.70 | 3.57 
65.5 | 63.1 | 60.8 | 56.8 | 54.8 | Boston Mutual 4.30 | 3.54 | 3.66 | 3.64 | 3.48 
52.0 | 48.5 | 52.0 | 50.8 | 57.8 | Business Men's 4.46 | 4.02 | 3.97 | 4.29 | 4.24 Ratio of Actual to Expected Net Interest to Mean Ledger 
} Mortality NAME OF $8 
918 54.0 | 52.5 | 51.8 | California-Western 4.24 | 4.03 | 3.78 | 4.00 | 4.00 COMPANY 
9-1 | 61.9 | 59.5 |...... Canada Life 4-48 | 4-29 | 3.96 | 4.00 |... . 
4} 55.3 | 59.8 | 49.3 | Capitol, Colo. ‘ .35 | 4. 4.29 , 7 | 1935 | | 1937 : 
08 | 6 er. | 536 151 Bl Keeling Late 3.8 138 | 2:9 13.4, | 3.20 | 1934 | 1935 | 1936 | 1937 | 1938 1934 | 1935 | 1936 | 1937 | 1938 
Oo}: 55.1 | 47.8 | 43.4 | Central, II. 2.07 4.17 | 4.06 | 3.43 | 4.34 
8 | 42.5 | 45.9 | 43.1 | Central, Iowa 3. : 82 | 3.95 | 3.64 7 
« ne ‘ 4 ~ > ce . ‘ > 38.4 | 38.7 | 40.5 | 41.6 | 32.2 | National Guardian 4.2 4.07 | 4.25 | 3.98 | 3.97 
e4 Ttigs| eile, 3-32 | 2-85 | 3.02 | 2.79 | 2-60 | 53:8 | 48.1 | 47.0 | 43.5 | 35.8 | Nat'l Life & Accident] 4.00 | 3.53 | 3.93 | 3.74 | 3.72 
oe eee | eee deem ceeoee entee 3.21 | 3.74 | 3.51 | 3.02 | 2.90 | 64°o | 800 | 83.1 | 65.4 | 64.5 | Nat'l Life, Iowa 3.36 | 3.83 | 3.55 | 3.87 | 3.76 
.. Bela sinc lt 3-82 | 3-68 | 3.69 | 3.41 | 3.30 | 59:2 | 56.4 | 56.0 | 52.8 | 57.6 | Nat'l Life, Vt. 3.97 | 3.53 | 3.83 | 3.62 | 3.71 
odie beet papel be [Sched ee ‘$4 | 3.84 | Siar | 54-1 | 52:9 | 59.0 | 55-3 | 55.1] New England Mut. | 4-50 | 4.10 | 3.75 | 3.56 | 3.48 
e y 61.1 67.9 75.7 | Columbia, Ohio 3.4 4.0 3.54 | 3.84 | 3.87 50.6 | 46.7 | 53.7 | 53.2 | 47.9 | New Wor 3.48 | 3.74 | 3.56 | 3.96 | 4.20 
Ue sae a PR Pe) pd Ge es eed Pape Pa Prot 3-93 | 3-09 | 64.0 | 58.4 | 57.3 | 56.8 | 56.3 | New York Life 3.83 | 3.85 | 3.95 | 3:80 | 3.63 
9 | 71.6 | 67.7 | 62.0 | 62.7 | Columbian National | 4.62 | 3.75 | 4.01 | 3.74 | 3.68 47.3 | 37.1 | 54.6 | 47.8 | 52.1 | North Amer., Can. 4.87 | 5.02 | 4.86 | 4.57 | 4.40 
5 | 45.3 | 42.2 | 43.6 | 35.2 | Columbus Mutual 3.49 | 2.66 | 3.03 | 3.46 | 4.00 53.1 66.1 60.2 51.1 | 55.5 | North Amer., Til. yi 3.62 | 3.44 | 2.84 | 3.00 3.01 
simsimries ei 4:90 | 4:20 | 4:50 | 4:64 | 4:98 [201-2 101-0 | 82-6 | 67:7 | 66.7 | North Carolina Mut.| 3-5 | 3.6 | 2.53 | 3.77 | 4.16 
56.6 | 50.3 | 56.5 | 56.9 | 70.2 | Confederation 4.96 | 4.79 4.59 4.64 4.38 43.5 46.4 47.8 49.5 38.2 Northern 4.30 | 4.00 | 3.95 | 4.00 | 4.00 
tewiee se tee tied boa my Soe | eon ace | See an | 8 | Oe.8 | 288 | 8 | Northwestern Mut. | 4.39 | 3.97 | 3.70 | 3.87 | 3.77 
54.2 9.5 | 54. 54. 51.4 Yonn. Mutua ‘ 7 Rd ‘ + rte ¢ : é 7 he : : : : 
90.3 | 43:4 | a5.4'| 4Ac8 1090 1 Conmnswatics. tnd. | 4:41 | 2:70 | 4:96 | 4°55 | 4.18 45.3 | 44.2 | 45.0 | 43.0 | 45.7 | Northwestern Nat'l | 3.63 | 3.61 | 3.53 | 3.39 | 3.30 
64.9 | 66.6 | 59.1 | 53.3 | 42.0 | Conservative, W. Va.J 4.02 | 4. .70 | 3.76 | 3.74 . . > 
st) ar8 [ota | 3) 2 Contec") 46/4 tat] ig tae | ab] at ate wee | ae | Osteo, 229) g2 408 | |e 
“ 3.5 | 54.0 | 47.7 | Continental, D.C. | 1.45 | 1.84 | 2.36 | 4.70 | 4.44 | 5°3 | 54°7 | 49°2 | 47-0 | 49.8 | Ohio National 4.30 | 4.06 | 4.21 | 4.44 | 4.43 
: etibetet feb d | Setar So iso lec, | aco leon | 41.8 | 41.5|| 40.1 | 48.9 || 41-8) Ohio State 3.95 | 4.13 | 4:16 | 4.20 | 4:10 
m 55 | 30.2 | oe0 | Gonmen kate 348 | 3.23 | 3145 | 3.21 | Siso | 46-6 | 45-8 | 44.0 | 37-0 | 40.9 | Old Line, Wis. 3-40 | 3.40 | 3.25 | 3.2 | 3.25 
- 3:5 137.6 | 61.5 | Grown Cansda 5.63 | 5.42 | 8.09 | 4.90 | 2.71 | 49-7 | 43-1 | 41.0 | 47.5 | 40.7 | Oregon Mutual 4.80 | 4.42 | 4.41 | 4.24 | 4.21 
at 61.2 | 60.1 | 53.0 | 55.7 | 57.4 | Pacific Mutual 4.75 | 4.56 | 3.99 | 4.10 | 3.89 
gi atid Ned | eeepc ae 4.94 | 4.53 | 4.04 | 4.18 | 4.50 | 39°5 | 37°7 | 47.4 | 40.6 | 40.4 | Pacific National 43 4.5. | 4:37 | 4:39 | 4:02 
~ o : . . 45.4 | 64.4 | 55.9 | 60.2 | 57.5 | Pan-American 70 | 4. - ‘ | 4.41 
F | S-2 | 2-8 | Besive Lite & Acct. 18.20 | 0-58 | 6-2 1 5-2. | S22 1 20.8 | 08.8 | 8.8 | 00.7 | 90.6 | Peel Beavers 3.35 | 2.60 | 2.70 | 2.58 | 2.44 
= | 45:0 | 50.9) Baciutis tite D.C. 14.60 | ala? | 2.01 | 5208 16701 bese-s- 64.7 | 65.0 | 57.5 | 52.3 } Peninsular Life 3.41 | 1.43 | 1.50 | 2.39 | 3.00 
Hee 4 Bheged) P-scdeexne phy : : one : 64.3 || 60.5 | 64.7 | 62.1 | 51.8 | Penn Mutual 4.02 | 3.97 | 3:76 | 3.63 | 3.40 
8 | 44.2 | 44.5 | Equitable Life, Iowa | 4.00 | 3.59 | 3.76 | 3.76 | 3.76 | 66'5 | 61:8 | 62.2 | 62.9 | 57.7 | Pennsylvania Mut. | 1.61 | 1.66 | 2.23 | 2.36 | 2.20 
7 | 60.4 | 58.2 | Equitable Life, N. YJ 3.64 | 3.5 3.46 | 3.57 | 3.45 ad eas cil ee Peoples, D. C. : 509/145 | 43 See nance! 
sd bested Sneek tence ined beset bened tented ne 2 Rai 8 i, 2823 Oo 3.82 | 3.86 | 4.00 | 4.2 | 4.00 
7 7.1\7 7 i ia Li ‘10 | 4.06 | 4.12 | 4.07 | 3.83 
7 | 49.7 | 31.9 | Farmers & Bankers | 3.86 | 3.22 | 3.08 | 3.56 | 3.73 | 30°$ | $26 | 3-0 | 48.6 | 43.4] Phoewsx Mutual | 3.73 3.48 | 3.36 | 3.37 | 3.43 
9 | 42.2 | 31.3 | Farmers & Traders 3.9 2.9 3.76 | 4.36 | 3.52 49.1 52.3 58.5 41.2 | 54.8 Pilot Life, N. C 4.40 | 4.30 | 4.60 | 4.60 : 
9 | 24.6 | 29.2 | Farmers Union, Iowa] 2.90 | 3.84 | 3.52 | 2.00 | 3.53 : J 21.8 | 53.6 | Pioneer dea ex | eee "3°52 
¢ A oe : > we A naa Meno ita sk 21. Butane Amer | Wecrcclenecsfucoaccliosads ‘52 
ah sed bad fo 557 | sey | 2758 | 3:28 | 8-23 | 50/1/43 i | 28:0'| 28:8 | 34:3 | Policyholders Natl. 4.32 | 5.23 "| 3.90'|'3.67 | 3.67 
3161.51 55.3 | Fs et — 4.04 | 3.09 | 3.22 | 3.48 | 3:37 | 87-8 | 70.2 | 76.4 | 70.1 | 77.4 | Postal Life, N. Y 2.95 | 3.18 | 3.33 | 3.42 | 3.51 
, ee — z : eg “S* | 38.2 | 47.7 | 31.3 | 36.4 | 43.3 | Postal Union 2 | . 4 ed ed 3.30 
7 > . 7 65.0 | 61.3 | 71.5 | 66.4 | 55.3 | Praetorians .87 7 oa jg Re 
fe re PE italiseicnitnl asia | 47:2 | $5.0 | 44:6 | Presbyterian Min, | 4.18 | 3.98 | 4’61 | 3:88 ("3°88 
. lg thai alee : : , : 52.0 | 59.7 | 55.7 | 54.1 | 57.4 | Protective, Ala. | 3.96 | 3.62 | 3.48 | 3.70 | 4.30 
68.9 | 67.4 (872.3 |o43.3 lo41.9 Provident L & A A. | 3.89 | 3-61 3.61 3.57 3.08 
; ‘ 57.2 | 53.6 | 49.1 | 45.3 | 45. rovident Mutu: : : ‘93 | 3.72 
65.8 | 65.4 | 55.1 | 48.6 | 53.3 | Globe Life, Il. 3.09 | 8.43 | 3.35 | 9.51 | 3.50 | 52-3 | S8-9 | “de wa 
25.0 | 80:0 | 45-4 | 57-8 | 34.9 | Great Amer., Kans. | 4-1 | 3-6 | 3-70 | 4-59 | 4.16 059.4 ~~ 059.1 j058.0 jo53.9 | Prudential wid | 3-46 '|'S.05)| .78 [3.78 
26.5 | 47.1 | 32:1 | 33.6 | 45.2 ] Great Amer., Texas | 4.1 | 3.8 | 4.2 | 4.47 | 4.02 See bee i 2 
57.4 | 51.3 | 42.7 | 54.9 | 53.5 | Great Northern, Ill. | 3.4 | 3.4 | 3.9 | 3.7 | 3.63 | 55-9 | 53.3 | 52.2 | 56.0 | 51.4 | Reliance eg@tewdiy themes 
20.0 | 44.1 | 23.1 } 35.1 | 44.2 | Great Northwest 5.0 5.0 4.56 | 4.24 | 4.35 43.7 | 44.9 | 26.6 32/6 Republic National 3.0 eee es 5.71 | 4.58 
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54.1 | 49.0 | 54.7 | 52.2]... Imperial, Canada 5.06 | 4.62 | 4.48 | 4.39 |...... 50.2 51.3 | 51.2 | 52.1 | 48.1 | Southwestern 5.00 | 4.50 | 4.30 | 4.10 | 4.34 
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48.5 | 49.9 | 46.5 | 51.1 | 47.1 | Knights Life 4.56 | 4.43 | 4.30 | 4.27 |..:... 29.5 | 30.8 | 22.5 | 39.0 | 36.5 | Teachers Ins. & Ann| 4.77 | 4.20 | 4.15 3.82 | 3.53 
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1 | 31.8 | 22.3 | Lincoln Liberty 4.6 | 4.6 | 4.41 | 4.19 | 4.07 | g9'0 ‘6 | 65.2 | Union Mutual, Me. | 4.15 | 4.06 | 3.56 | 3.73 | 3.46 
0 | 58.1 | 56.7 | Lincoln National 3.60 | 3.02 | 3.43 | 3.48 | 3.61 41.9 "4 | 37.6 | United Benefit 4.52 | 3.97 | 4.25 | 3.76 | 3.63 
eacessiccsece London Life 5.46 | 5.45 | 5.22 | 5.07 |......] 33/9 9 | 48.7 | United Fidelity 44 14.7 4.91 | 5.08 | 4.88 
1 | 57.6 Loyal Protective | J...... 2.8 | 2.65 | 3.45 | 3.28 | 54/4 ‘9 | 67.2 | United L. & A. 3.83 | 3.84 | 4.24 | 4.07 | 3.85 
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68.6 | 65.8 | 66.1 | 64.4 | 61.4 | Mutual, N. 3.92 | 3.63 | 3.52 | 3.44 | 3.30 tName changed to Farm Bu-| (kK) Standard ordinary only. | 
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Simultaneous Death 
Settlement Form 
Is Suggested Re 


Although the problem of simultaneous Li 
death comes up very rarely, the subject er 
is always of unusual interest and con- | 
cern to owners of substantial amounts 





of insurance, according to Levi B. NE 
Rymph, assistant general agent of the Marc! 
Aetna Life at Wichita, Kan. In com- WRITE 


menting on the article, “Law Knows No § and | 
Presumption to Decide Who Died have 
First,” in the March 17 Nattonar §& putin; 
UNpERWRITER, Mr. Rymph said there are are I 
several methods used to provide against plus 
such a_ contingency. He cited one losses 


method which he claimed is most nearly by c 
infallible: state 

“First payee: The assured’s wife, again 
Mary Doe, if living, proceeds to be re- As 
tained by the company as provided by decac 
the interest option income payable to cé 
monthly with the right of withdrawal than 
reserved to said beneficiary or right to boos! 
elect any option contained in the policy. neces 
Provision for Second Payee = 


“Second payee: At the insured’s 
death, if the first beneficiary predeceases — Chat 





him, or at her death, if she survives Af 
but does not live to withdraw the pro- annu 
ceeds, such proceeds to be payable to mort 
the insured’s son, John Doe, and the com} 
insured’s daughter, Mary Doe, and any ness 
other surviving children born of the term 
marriage of the insured and his said wish 
wife, equally, and to the survivors or annt 
survivor of them if living, payment to be. 
be made to such children as provided lossé 
under the interest option income, pay- annt 
able monthly, reserving to them full ness 
right of withdrawal. som 
“Final payee: Estate of the last sur- fron 
vivor of the insured, his said wife and adeq 
his said children.” loss 
Assume Simple Interest Option sed . 
These instructions assume the use of y 
a simple interest option. However the busi 
same general plan can be used if any in- in tl 
stallment option plan is desired, either talit 
for the first beneficiary or the second of t' 
beneficiary, said Mr. Rymph. “Under had 
this plan of settlement the same dis- cou 
tribution would be made to contingent whe 
beneficiaries, irrespective of whether the pre’ 
insured or his first beneficiary died $9.0 
simultaneously or irrespective of who jum 
may have died first. There is no time fun 
element involved in this plan of dis- con 
tribution.” vol 
Lo: 
Nebraska Department Is Not S 


Participating in Probe i 
LINCOLN, NEB. — The legislative | dif 











committee that is investigating insur- res 
ance matters curtly turned down a re- que 
quest from John S. Logan, insurance she 
department attorney, that a representa- ma 
tive of the department should be present Th 
to question witnesses. Chairman Miller get 
said that it is not a grand jury investi- Ot 
| gation, but primarily to gather informa- wit 
| tion for future legislative action. Since plu 
the department is being investigated, it wh 
is not proper for it to be represented, he ing 
said. The only outsiders are newspaper los 
men. A request of Mr. Logan for a 
copy of all of the testimony taken so an 
far was also denied by the committee all 
without explanation. do 
The committee must make its report me 

in two weeks. It is predicted that an of 
interim investigation will be recom- ch 
mended. un 
Henry Moeller, committee accountant, es 
will go over certain accounts of com- pa 
panies. Mergers and retirement of com- pr 
panies are to be investigated. me 
Ww 

John B. Nothhelfer, who is in charge ta 
|of the State Mutual general agency in nt 
| Chicago, following resignation of R. J. fo 


| Wiese to go with another company, 15 
| . - 
| bereaved by the death of his father. 
{ Tohn S. Nothhelfer in South Town Hos- cc 
| pital. Chicago, at the age of 69 years 
latter an illness of several weeks. 
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Basis of Annuity 


Loss Figures Given 


Revising Reserves in 
Light of Today's Experi- 
ence Bites Into Surplus 


NEW YORK-—Since publication on 
March 10 of THe NATIONAL UNDER- 
WRITER'S annual tabulation on disability 
and annuity experience, some readers 
have inquired as to the basis for com- 
puting annuity gains and losses, which 
are listed under “Net Change in Sur- 
plus Charged to Annuities.” Total 
losses from surplus charged to annuities 
by companies operating in New York 
state were $12,598,237 for 1938 as 
against $13,660,388 for 1937. 

As with disability losses of the past 
decade, annuity losses are due not only 
to companies having to pay out more 
than they expected but to the need of 
boosting reserves against the future 
necessity of paying out more than was 
contemplated when the premiums were 
determined upon. 


Changes Indicated in Reserves 


After determining how much greater 
annuity reserves should be as of today’s 
mortality rates and interest earnings as 
compared with the dates when the busi- 
ness was sold, the company must de- 
termine how much of this difference it 
wishes to take out of surplus to bring 
annuity reserves near what they should 
be. It is this procedure that causes the 
losses in surplus which are charged to 
annuities. Usually it is the older busi- 
ness which causes these losses and in 
some cases there is enough of a gain 
from more recent business, written at 
adequate rates, to offset much of the 
loss on older business and in some cases 
to produce a net gain from annuity 
business. 

A source of large gains from annuity 
business, which are of course equalized 
in the long run, is a freakishly high mor- 
tality among big annuitants, Thus, one 
of the largest annuity-writing companies 
had a gain of some $4,000,000 on ac- 
count of annuities a couple of years ago 
whereas the loss from this source the 
previous year had been approximately 
$2,000,000. Several annuitants having 
jumbo annuity policies on the non-re- 
fund basis died soon after buying their 
contracts, thereby releasing a sizeable 
volume of annuity reserves. 


Loss May Be Spread 


Sound actuarial practice does not re- 
quire annuity writing companies to dip 
into surplus for the full amount of the 
difference between the actual annuity 
reserves and the figure which subse- 
quent experience indicates these reserves 
should be. The writing off of losses 
may be spread over a period of years. 
The objective is to bolster reserves and 
get them on a more realistic basis. 
Otherwise companies would be faced 
with heavy and prolonged drains on sur- 
plus in future years, the impact of 
which could have been avoided by tak- 
ing care of the comparatively small 
losses in the early years. 

Many companies are doing just this 
and with a view to making sure that 
all carriers licensed in New York are 
doing likewise the New York depart- 
ment last December called the attention 
of companies to the advisability of 
charging off each year a portion of an- 
unity losses due to too favorable inter- 
est and mortality assumptions. The de- 
partment also included the life income 
Provisions of settlement options, (after 
conclusion of the “certain” period), 
which are of course annuities and are 
Carried as annuity reserves in the an- 
nual statements. An account of this ap- 
Pears in THe NATIONAL UNDERWRITER’ 
for Dec. 23, 1938. 

[he New York department’s pressure 
comes at a time when many companies 
have pretty well got their disability re- 
serves over to the so-called Class III 








Acting President 








ROBERT STONE 


Robert Stone, who becomes acting 
president of National Reserve Life of 
Topeka, due to the death of George G. 
Moore, has been the vice-president and 
general counsel of that company. Sev- 
eral years ago Mr. Stone was chairman 
of the Legal Section of the American 
Life Convention. 








basis and can more readily cope with the 
problem of bringing their annuity re- 
serves into line with current experience. 
The most inadequate annuity reserves 
are those of contracts based on Ameri- 
can Experience or McClintock’s tables 
or on any table using a 4 percent in- 
terest assumption. 





Home Office Group 


Meets in Kansas City 


The Institute of Home Office Under- 
writers will hold its annual convention 
Sept. 14-16 at Kansas City, Mo. 

General chairman will be David 
Alport, assistant secretary Business 
Men’s Assurance. M. M. Blair, assistant 
secretary Atlantic Life, will he co-chair- 
man. 

R. W. Beeson, president, announced 
that the clinical section has proved to 
‘be of such interest that two afternoon 
sessions will be devoted to clinical cases. 
Chet Barney, manager of underwriting 
American United Life, is chairman of 
the section. 


Concurrent Round Tables 


J. L. Briggs, assistant secretary 
Southland Life, will be chairman of the 
ordinary round table which is scheduled 
for the morning of Sept. 16. The in- 
dustrial round table, which will be run 
concurrently with the ordinary round 
table, will be under the chairmanship of 
A. A. Biggio, general manager weekly 
premium department of Liberty Na- 
tional Life. 

Host companies for the convention 
are Business Men’s Assurance, Kansas 
City Life, American Savings Life, Mid- 
land Life, National Fidelity Life and 
Pyramid Life. 





Phoenix Mutual at Columbus 


Robert E. Sherer has been appointed 
manager at Columbus, O., for Phoenix 
Mutual Life, succeeding Louis E. Greg- 
ory, who has become general agent in 
the same city for Fidelity Mutual. Mr. 
Sherer goes to Columbus from Chicago 
where he has been supervisor in the 
Chicago LaSalle agency since 1937. He 
went with that office in 1935 as an agent. 
He has been doing some special work in 
some of the larger agencies, including 
those in Rochester and Boston. 








stayed for 50 years. 


WILLIAM H. KINGSLEY 
Chairman of the Board 





SEVENTY-TWO YEARS AGO 


He became “actuarially dead” a few weeks ago, having 
attained age 96. Born in 1842. Insured under an Ordinary 
Life policy in 1866, 72 years ago. Assigned it to a Canadian 
bank in 1888, disappeared, and paid no further premiums. 
Whereupon the policy became paid-up, under its terms, for a 
reduced amount, payable at death or at age 96. The assign- 
ment was recorded on our books, of course. And there it had 


We notified the bank that the payment was due. 
officials replied that their records of that far-off time, and the 
policy, had long ago been destroyed and that they knew noth- 
ing of the transaction. But they were mightily interested to 
learn that 50 years after their debtor and our policyholder 
had disappeared, and they themselves had no record of the 
debt or its coverage, the issuing life company’s records did 
evidence their rights in the policy, and it was ready to pay 
the due amount, which now was $525. 

Policyholders may have long since become dust. 
ficiaries may be unaware of or have forgotten their rights. 
Records of assignments may have been thrown away. But, 
whatever the circumstance, life insurance does not forget. 
Instead it searches, sometimes the world over, and pays! 


+ + 
THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


The 


Bene- 


+ 


JOHN A. STEVENSON 
President 























Many Issues Over 
Cochrane's Post 


Political Conflict in Colo- 
rado Complicates Appoint- 
ment of New Commissioner 


DENVER — With revelation of the 
fact that the provisional appointment of 
a new commissioner to succeed Jackson 
Cochrane, who resigned last week, must 
be approved by the senate on request 
— of the gover- 
nor, it became 
increasingly 
probable that 
the next com- 
missioner will 
be named by 
Governor Carr, 
or will be a 
man named 
jointly on a 
compromise 
basis by Carr 
and Attorney 
General Rog- 
ers. 

The outcome 
of the tangle 
which may be 
created in the 
event that both 
Carr and Rog- 
ers make pro- 
visional ap- 
pointments 
would probably not be known for 
months. It was considered unlikely that 
action would be taken by either until 
shortly before April 12, when Cochrane’s 
resignation becomes effective. 

Meanwhile, the department has as its 
unofficial head Luke J. Kavanaugh, 
deputy attorney-general, who will serve 
until at least April 12. He has as his 
adviser in the department Assistant At- 
torney-general J. Glenn Donaldson. 
Since Kavanaugh has no official status, 
important business of the department 
must either be handled under the coop- 
eration of Cochrane or held in abeyance 
until a new man is appointed. Any offi- 
cial action between now and April 12 
will have to bear Cochrane’s approval. 





Jackson Cochrane 


Carr Could Block Appointment 


Kavanaugh is considered in some cir- 
cles as a likely appointee of Attorney- 
general Rogers in the event that Rogers 
insists on making an appointment. 
However, Kavanaugh said he would not 
accept appointment at the present $3,000 
a year salary. 

A bill has been introduced in the leg- 
islature which would raise the commis- 
sioner’s salary to $5,000 and give him 
an actuary at a salary of $2,400. A 
scramble for the job could be expected 
with the increased salary. 

Rogers said that he feels he has the 
right of making the appointment. How- 
ever, he declared that he would confer 
with Carr before deciding definitely. 

Carr maintains that this appointment 
is his. The governor’s stand is supported 
by a supreme court decision, handed 
down about two years ago in a case in- 
volving the appointment of the present 
hail commissioner. The high tribunal 
ruled that this appointment, which falls 
in the same classification as that of the 
insurance commissioner, belonged to the 
governor. 

The fact that any provisional appoint- 
ment must be approved by the senate 
on the governor’s request is also in 
Carr’s favor. Carr could block any ap- 
pointment by Rogers, it is believed, by 
refusing to request its approval by the 
senate. 

On the other hand, Democrats in the 
senate might prevent approval of Carr’s 
appointee. 

Should both Carr and Rogers make 
provisional appointments, it would be up 
to the supreme court to decide in whose 
jurisdiction the appointment falls. 
Whichever provisional appointee was 
(CONTINUED ON PAGE 10) 
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National Reserve 
Life Head Dies 


Moore's Place in 
Topeka Company Taken 
by Robert Stone 


George G. Moore, president of Na- 
tional Reserve Life of Topeka, died on 
the steamship DeGrasse while on a 
Caribbean cruise. He was _ traveling 
with Ira Baker, a director of National 
Reserve. Mr. Moore was 66 years of 
age. 
In January, 1938, Mr. Moore suffered 
a heart attack while attending a direc- 
tors’ meeting of National Reserve. He 
was given immediate attention by Dr. 
H. B. Talbot, medical director of Na- 
tional Reserve and his survival at that 
time is attributed to the fact that med- 
ical attention was immediately available. 

Robert Stone, vice-president of Na- 
tional Reserve, becomes the acting presi- 
dent. 

Mr. Moore was born in Philadelphia. 
He went to Topeka in 1901 in the circu- 
lation department of the “Daily Capi- 
tal.” A year later he went into the life 
insurance business with Pacific Mutual, 
then subsequently represented Phila- 
delphia Life and Des Moines Life. He 
went with Guardian Life in 1912 as state 
manager, remaining eight years. 

Mr. Moore was the principal orga- 
nizer of National Reserve Life in 1921. 
He was widely known through his 
hobby as a breeder of horses and dogs. 
The stadium on the campus of Wash- 
burn College was named the Moore 
Bowl in his honor. 

Earl M. Moore, general agent in Los 
Angeles for Minnesota Mutual Life, is 
a nephew of George G. Moore. 





Claim Association Committees 


The International Claim Association 
has appointed G. M. Day, Connecticut 
General Life, chairman program com- 
mittee. Other chairmen are J. D. De- 
Witt, New York City, Travelers, enter- 
tainment;F. T. Bernhard, Home Life of 
New York, membership; T. L. Ander- 
son, Federal Life of Chicago, hotel; M. 
B. Walker, U. S. Fidelity & Guaranty, 
legal; Dr. H. W. Dingman, Continental 
Assurance, medical; C. J. Haight, Met- 
ropolitan Life, press; J. T. Bost, Im- 
perial Life of Toronto, auditing; H. S. 
Don Carlos, Travelers, lay adjusters. 

The annual convention will be held at 


Rye, N. Y., Sept. 11-13. 





Education Should 
Supplement Sales 


Work of Companies 


NEW YORK—Aims for an educa- 
tional campaign for the institution of life 
insurance were outlined by Robert G. 
Richards, Livermore & Knight, Provi- 
dence, before the Eastern Round Table 
of the Life Advertisers Association here. 

“The first aim of any campaign,” Mr. 
Richards said, 
to our people the true institutional as- 
pects of life insurance, its value to the 
nation and to the individual, its great 
social and economic services. Give the 
country the facts; they will be wel- 
comed.” The public should be shown 
that size is not an affliction, that man- 
agement is sincere and that policyhold- 
ers are equitably treated, declared Mr. 
Richards. 


Selling and Teaching Differ 


The difference between trying to sell 
people life insurance and teaching them 
what life insurance is was emphasized 
by Mr. Richards in a constructive criti- 
cism of where life insurance advertising 
goes astray today. “The story of life in- 
surance is not getting across to the peo- 
ple,” he stated. ‘Printed advertising is 
mainly designed to motivate rather than 
to educate, and much of it is not writ- 
ten in language which the public can un- 
derstand. The institution of life insur- 
ance should in its educational campaigns 
fill the gaps left by the companies in 
the educational process.” 

Mr. Richards quoted several surveys 
showing that the prospective life insur- 
ance buyer has no bias against the busi- 
ness. As many as 70 percent want to 
know more about life insurance because 
they are not getting what they want in 
the way of information and education. 

“Three points—the service of the in- 
stitution, the education of the public and 
the value of the agent—are the outstand- 
ing topics with which a proposed insti- 
tutional campaign should deal,” Mr. 
Richards declared. In no sense should 
this be a defensive campaign. 

“A pure record is no protection to- 
day; one not only has to remain virtu- 
ous but also has to keep telling about 
it. The life insurance business has done 
the first, but failed to do the second. 
Therefore, it is denied the credit that 
is due. This credit can most certainly 
be won again through a level-headed 
campaign for public education about life 
insurance,” declared Mr. Richards. 


“should be to interpret, 





H. T. Martin Heads 
Illinois Bankers 


Woods Steps Aside at 
Age 70—New President 
Was General Counsel 


Hugh T. Martin, who has been a 
princinal directing force in the affairs of 
Illinois Bankers Life, in the capacity of 
general counsel, has now been elected 
president. He takes the place of Wil- 
liam H. Woods, who has retired after 
service of more than 35 years. This 





HUGH T. MARTIN 


was in accordance with his desire to 
step aside after reaching the age of 70. 

Mr. Martin has served as_ general 
counsel of Illinois Bankers since its in- 
corporation. He has had a long career 
in life insurance work, having for many 
years served as general counsel of sev- 
eral western companies. He is ambi- 
tious to cause the company to assume 
even larger dimensions. 

E. H. Henning, who has been vice- 
president, has now been elected vice- 
president and general counsel and Karl 
B. Korrady, who has been vice-presi- 
dent, becomes vice-president and direc- 
tor of agencies. Arthur T. Sawyer is 
secretary and George E. Fidler is treas- 
urer. 


Messrs. Henning, Korrady and Fid- 











—— 


Behr Pays for $1,029,000 
in January, February 





— 


A remarkable record of production for 
the first month and a half of 1939 was 
made by Louis Behr, C.L.U., of the 
Lustgarten agency Equitable Society, 
Chicago, who in that short time paid 
for $1,029,000 of business. 

Mr. Behr made this record by Writing 
44 cases between Dec. 20 and Feb. 1), 
Basing his campaign on changes which 
occurred in policies the first of the year, 
Mr. Behr went over his files for the last 
five years and selected 100 prospects to 
whom he had talked previously. Of 
this number 50 percent were people 
whom he had already sold before and 
50 percent those he had contacted but 
had never sold. 

In securing prospects Mr. Behr uses 
the reference method entirely. He does 
no cold canvass and contacts only peo- 
ple who have been referred to him by 
those to whom he has already sold in- 
surance. 

In addition to being the leader for his 
company this year, Mr. Behr qualified 
for the Million Dollar Club for the 
seventh consecutive time. In 1936 he 
led the entire agency force of Equitable 
Society with $2,000,000 of business to 
his credit. 





United Services Life Licensed 


United Services Life, Normandy 
building, Washington, D. C., has been 
licensed by the District of Columbia de- 
partment as a legal reserve institution. 
It will write insurance on commissioned 
officers of the uniformed services of the 
federal government. It has $100,000 
capital and $250,000 surplus. It will 
write participating forms. S. H. Emer- 
son is president; L. K. Patterson, vice- 
president, and O. R. Leverett, secretary. 





Foreclosure Situation Improves 


NEW YORK—wUrban mortgage loan 
investments of 50 of the largest life 
companies representing 90 percent of 
life insurance assets totaled $630,146,000 
in 1938, according to the Federal Home 
Loan Bank Review. 

Farm loans by all companies amounted 
to $111,853,000 last year. The review 
points out that its estimate of $2,150,- 
000,000 represents for the second cor- 
secutive year a lower ratio of real 
estate to total assets, indicating consid- 
erable improvement in the foreclosure 
situation. 


ler have been elected as new members 
of the board. 











LEADERS AT FINANCIAL SECTION CONFERENCE IN CHICAGO 














DONALD F. ROBERTS, Acacia Mutual, 
Chairman 


Next week at the Palmer House in 
Chicago, the Financial Section of the 








ALEX CUNNINGHAM, Helena, Mont., 


Western Life 


American Life Convention will hold its 
spring meeting. D. F. Roberts, treasurer 














H. HOLDERNESS, Greensboro, N. C., 
Jefferson Standard Life 


Acacia Mutual, the chairman, will pre- 
side. F. J. Travers, second vice-presi- 


D. T. TORRENS, Kansas City, 
Kansas City Life 


dent Lincoln National, is 
There will be two sessions each day. 


secretary. 
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A Mutual Company, Founded N E \ : Y O R K 


on April 12, 1845. 





INS U 


THOMAS A. BUCKNER 





Chairman of the Board 51 Madison Avenue, New York, N.Y. 


A BRIEF DIGEST OF THE 


94" Annual Statement 


DECEMBER 31, 1938 


Payments to policyholders and their beneficiaries during the 
year 1938 amounted to $201,494,937. Of this total, $131,804,103 
was paid to living policyholders and $69,690,834 to beneficiaries. 

Total payments to policyholders and beneficiaries during the 
past ten years exceeded $2,147,000,000. 

New insurance during the year amounted to $422,817,500. 
Total insurance in force at the close of 1938 was $6,793,826,309 
under 2,828,765 policies. 








Incorporated under the Laws of 
the State of New York. 





OM P AN Y 


ALFRED L. AIKEN 


President 


The Assets on December 31, 1938 amounted to $2,647,454,712. 
The principal item of the Liabilities was the Insurance and 
Annuity Reserve required by law, amounting to $2,159,527,400. 
Also included in the Liabilities are a reserve of $41,569,539 for 
dividends to policyholders in 1939 and a Special Investment 
Reserve of $45,000,000. Surplus funds reserved for general 
contingencies amounted to $124,555,211. 








ASSETS 
Cash on Hand, or in Bank................. $50,466,059.12 
United States Government, direct, or fully 
duaranteed Bonds. ..... 2.6.05 ce5ccee sees 626,759,519.45 
State, County and Municipal Bonds....... 252,459,640.75 
Candin PONG. . o.oo cee ce oneness 64,567,067.95 
Railroad, Public Utility, Industrial and other 
|) CLO RD Aas ete A) SOE OE he aera ae 583,416,306.92 
Preferred and Guaranteed Stocks.......... 87,745,048.00 
Real Estate Owned (Including Home Office) . . . . 135,450,673.37 
First Mortgage Loanson Real Estate (Including 
$698,364.35 foreclosed liens subject to redemption) 436,091,057.66 
BOMEW HOUMA 8 Sook crocs He cn nteae ae ceeleans 349,262,979.85 
Interest and Rents due and accrued....... 29,880,864.05 
Net Amount of Uncollected and Deferred 
PRM NRMNONIMRI 5 5 Gt cd WG ee Sun ete Shere craters 31,335,538.18 
ON EN 5s Ss os aeeonecaneeaus 19,956.31 
TNONDAIES. 2 uo cree ey eee $2,647,454,711.61 


LIABILITIES 


Insurance and Annuity Reserve............ 
Present Value of Amounts not yet due on 

Supplementary Contracts.............. 
Dividends Left with the Company at Interest 
Other Policy Liabilities.................... 
Premiums, Interest and Rents Prepaid .... 
Miscellaneous Liabilities.................. 
Special Investment Reserve................ 
RCRGRUG TOE I ooo on ees ees knee 6% 
Reserve for Dividends payable to Policy- 

be) 2 ne era 


Surplus funds reserved for general con- 
ORRIN Pa Sle arg ar carat ea Waa: ao aR 


Securities valued at $38,738,698.21 in the above statement are deposited as required by law. 


A more complete report listing the securities owned by the Company will gladly be sent upon request. 


BOARD OF DIRECTORS 


ALFRED L. AIKEN THOMAS A. BUCKNER 
JAMES ROWLAND ANGELL Chairman of the Board 
Educational Counsellor of NICHOLAS MURRAY BUTLER 
National Broadcasting Company President, Columbia University 
NATHANIEL F. AYER 
Treasurer, Cabot Mfg. Co. (Textiles) i anes ry Sa. 
ARTHUR A. BALLANTINE 
Lawyer, Root, Clark, Buckner & GEORGE B. CORTELYOU 
Ballantine Former Secretary of the 
CORNELIUS N. BLISS Treasury of the United States 
etired 3 
HENRY BRUERE WILLIAM H. DANFORTH 


Chairman of the Board, 


President, Bowery Savings Bank Ralatoss Pitinin Cos. 


MORTIMER N. B NE ; 
Chairman of the Far - ROBERT E. DOWLING 
The New York Trust Co. President, City Investing Co. 








$2,159,527,400.00 


127,972,335.45 
113,087,924.11 
15,761,712.71 
11,529,650.32 
3,572,265.52 
45,000,000.00 
4,878,673.66 


41,569,539.00 


124,555,210.84 





$2,647,454,711.61 


JAMES G. HARBORD GERRISH H. MILLIKEN 
Chairman of the Board, President, 
Radio Corporation of America Deering, Milliken & Co. 


Resident Manager for NewYork State, 
Employers’ Liability Assurance Corp. 


Vice-Chairman, Inland Steel Co.; 
Chairman, 
Joseph T. Ryerson & Son, Inc. 


HALE HOLDEN HARPER, SIBLEY 
Chairman, Southern Pacific Co. Banking and Agriculture 
HERBERT HOOVER ALFRED E. SMITH 
Former President of the United States eee oe Piel 
PERCY H. JOHNSTON J. BARSTOW SMULL 
Chairman of the Board, Vice-President, 
Chemical Bank & Trust Co. J. H. Winchester & Co., Inc. 
WILLARD V. KING PERCY S. STRAUS 


Retired Banker President, R. H. Macy & Co., Inc. 
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Should Adopt Reasonable 


Formula for Recruits 


By ARTHUR COBURN 
Vice-president Southwestem Life 


During the last 25 years THE NATIONAL 
UNDERWRITER has done more to promote 
the public and agency interest in legal 
reserve life insurance than any pre od 
periodical. It seems to me that better 
than any other it would be an appropri- 
ate vehicle to discuss probable future 
trends in agency work. 

It is possible that one aspect of 
agency development has not in the past 
received all of the attention that might 
be warranted. Let us take a medium 
sized agency that is making steady prog- 
Here is an actual agency that on 

1938, had in force $35,900,000 life 
insurance and had in force Dec. 1, 1938, 
$38,900,000, showing for the calendar 
year 1938 an increase in insurance in 
force of $3,000,000. The other pertinent 
information concerning that agency 1s 


> 


that the number of salesmen is 43. 
Reasonable Number of Additions 

A study of the territory over a num- 
ber of years indicates that not more 
than three successful salesmen can be 
added to that organization in any one 
calendar year. With a sound selection 
system and an efficient training system 


ress. 


Jan. 


experience shows that three successful 
salesmen can be obtained out of five 
carefully chosen, thoroughly — trained 


recruits. It is possible that it has es- 
caped general observation that in such 
an agency situation, any attempt to 
force the number of recruits above the 
logical annual maximum of five will 
merely result in the excess slopping over 
into an excessive agency turnover, 
Should Adopt Sound Formula 

For instance, in this actual agency the 
annual number of recruits has run as 
high as 18, which is 13 more than the 
proper maximum of five, but the excess 
over five did not result in any year in 
securing any excess over the desired 
number of three successful salesmen. 

It is admitted that it is sound for the 
management of a life company to es- 
tablish in advance the desired increase 
of life insurance account which is sought 





Utah Legislature Adjourns 
Following Stormy Session 





CITY—The Utah leg- 
somewhat strenu- 
has adjourned. Insurance 
interests are satisfied with results. Fol- 
lowing the November election rumors 
were current as to measures to be sub- 


LAKE 


following a 


SALT 
islature, 


ous session, 


mitted by radical members of both 
houses. Increased taxation was threat- 
ened. Credit for blocking this and other 


goes to the vigilant 
insurance committee headed by George 
J. Cannon, executive vice president of 
the Beneficial Life, and chairman of the 
public relations and legislation commit- 
tee of the Utah Life Managers 
tion. Proposed measures, defeated in 
committee were: S. B. 226, a proposal 
to tax all insurance in excess of $40,000 
in the gross estate, under the Utah tax 
law. 

Bills that passed, and some 
approval of the governor are: 


H. B. 


drastic legislation 


awaiting 


approval before making extra assess- 
ments. 

H. B. 208, provides for the payment 
of additional fees from benefit associa- 
tions to create an examination fund. 

S. B. 221, relating to corporation in- 
come tax, amends the present law af- 
fecting life annuities, so that it will in- 
clude any amounts received as annuities. 
A companion bill, S. B. 121, amends 
individual income tax, and provides for 


the taxing of individual amounts re- 


ceived as annuities. 





Associa- 


22, which requires benefit asso- | 
— : 
ciations to secure insurance department 


in any year and which will be best for 
all concerned, and thereafter to endeavor 
to secure the desired increase in insur- 
ance account by writing as small a vol- 
ume of new life insurance as possible 





ARTHUR COBURN 


consistent with attaining the desired in- 
surance objective. 

Why is it not equally sound in the 
conduct of an individual agency to de- 
termine in advance what annual increase 
in insurance account is desired in that 
agency, and thereafter apply as a test 
of management of the individual agency 
that sound performance will be the se- 
curing of the desired increase with the 
minimum number of annual recruits to 
the staff of salesmen? 


Los Angeles Institute Meets 

The 1939 Institute of Life Underwrit- 
ing, conducted by the Life Underwriters 
Association of Los Angeles, had for its 
subject ‘The Problem and Its Solution.” 
The lesson was presented by Prof. C. J. 
Rockwell. Henry G. Mosler, president 
of the association, was the guest speaker 
on “Service.” He asserted that success 
is not spelled with a $ mark as the first 
and last letter, but is spelled “Service.” 


Fischer Defines Job 
of General Agent 


= 

Do these four things: Organize, dep- 
utize, definitize and supervise. 

This was the advice C. O. Fischer, 
vice-president Massachusetts Mutual, 
gave general agents and managers who 
were attending a luncheon at the New 
England sales congress in Boston. 

Speaking on “The General Agent’s 
Job,” he said: 

“Set up your plan and determine what 
‘definite tasks are to be accomplished. 
If you yourself cannot handle them all, 
then you must delegate certain of them. 
As that is done it is important that you 
make clear just what you wish done 
and discuss how it can best be accomp- 
lished. Many managers fail at that 
point. They overlook giving to the as- 
sistant a full and complete picture of 
just what they expect of him. 





Supervise Carefully, Use Praise 


“Finally supervise. Keep in touch 
with the situation. Let the deputy 
know you are interested in his particular 


job. Lend a bit of advice from time to 
time. Praise when a good job is being 
done. Correct when necessary and at 


all times encourage and stimulate for 
greater effort.” 

If a general agent is to be successful, 
Mr. Fischer pointed out, he must have 
planned and continuous thought di- 
rected to a steady infusion of new blood, 
intelligent and painstaking — selection, 
sound education and training, continu- 
ing supervision and constant elimina- 
tion of those who, despite all of the 
preceding hedges and safeguards, fail 
to qualify. This he said is definitely the 
agent’s job and his biggest job. 

“A general agent must also be a great 
inspirational force in the lives ot his 
associates,” he declared. ‘He is dealing 
not only with material but with mental 
assets. Men engage in no work where 
there are higher peaks and lower val- 
leys than in life insurance selling. The 





leader in no vocation is called upon to 
generate confidence and conviction in 
greater degree than is the general 
agent.” 

The general agent should not have 
as his sole objective the building of a 


larger organization. He should also see 

to it that, while steady growth is main- 
| tained, building is done on the basis of 
| quality representation with due thought 
; to quality of business written and the 
i elements of acquisition cost. 





New England Mutual's New Home Office 














Plans for the New England Mutual Life’s attractive new home office building 


in Boston have been approved by the city building commissioner. 


The home of- 


| fice will occupy the space which was for many years the home of the Massachu- 
setts Institute of Technology and more recently a part of the Boston University. 
The structure is planned to afford the maximum amount of light and air and will be 





ready for occupancy early in 1941. 





Detroit Producers 
Get Sales Tips 


Ruhl, Roulo, Anderson 
Address Qualified Life 
Underwriters at Congress 


The mental attitude of the producer 
is the most important single factor in 
his eventual success or failure, declared 
H. Ben Ruhl, million-dollar producer of 
Massachusetts Mutua! general agency in 
Detroit, in addressing the Qualified Life 
Underwriters Sales Congress in that 
city. 

“Too many agents think that the 
prospect is doing them a favor by listen- 
ing to their story,” he said, “The fact 
is the underwriter is doing the prospect 
a favor to carry to him the vital message 
of life insurance and what it will do 
for him. Personally, I believe that I 
have a commodity to offer the prospect 
that he should buy whether he wants it 
or not. If I am successful in getting 
the application I have the satisfaction of 
knowing that he got more out of our in- 
terview than I did. 

“IT believe firmly that life insurance 
should always be the first unit of a 
man’s investment portfolio. It is up to 
us as underwriters to see that all of 
~~ policyholders feel that way about 
it. 


Gets Names From People Interviewed 


Mr. Ruhl gets his prospects from the 
people he calls on. Ifa man is glad he 
talked with him, whether he buys or not 
he secures prospects from him. 

He says: “Mr. Blank, if you were 
going into the life insurance business 
today, who is the first man you would 
call on? He seldom asks for more 
than two names from any one prospect 
or policyholder. Two are quite suf- 
ficient to keep his prospect file brim- 
ming over with material. 

When he calls one of the new pros- 
pects, he says: “I have no reason to 
believe that you are in the market for 
life insurance, but your friend Mr. 
Blank told me that you so manage 
your affairs that you have a difference 
between your income and your outgo, 
that you are the first man he would see 
if he were going into the life insurance 
business himself. 


Indicate Length of Interview 


“T want to talk to you about that dif- 
ference between your income and your 
outgo. I won’t take more than seven 
to 10 minutes of your time, but I would 
like to tell you about the program I ar- 
ranged for Mr. Blank. If it does not in- 
terest you I will bow myself out and 
won't approach you abcut life insur- 
ance again. You will find that I am 
very easy to get rid of.” 

“I then try to find out how much the 

prospect can save monthly out of his 
income,” Mr. Ruhl said. “If he can’t 
save at least $5 to $10 I bow out im- 
mediately. If he can, I show him how 
much insurance he can buy for what 
he can save conveniently and how much 
better it is to save through insurance 
than through other types of investments. 
I close something like this: You may 
not want this program, and then again 
the company may not want you. Put 
yourself in the driver’s seat. Let's 
see if the company will accept you. Let’s 
have our doctor examine you.” 
Ruhl urged the underwriters to talk 
price as little as possible and to make 
full use of human interest motivation 
material in their solicitation. 


Slipshod Methods Out 


Slipshod methods of selling are defi- 
nitely a thing of the past, Frank B. 
Roulo, supervisor Ryan agency of 
Penn Mutual, Detroit, said in speaking 
on “Organized Presentation.” He said 
that selling today must be done on a 
strictly scientific basis to cover ade- 
quately actual needs. 





“The reason why so many underwrit- 
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ers are not making more sales today 
is they don’t know where to go and 
what to say when they get there,” Roulo 
declared. “An organized prospecting 
method will take care of the former and 
an organized presentation of the latter. 
The organized presentation is the best 
aid to scientific selling. 

“The effective sales presentation 
should contain a good approach built 
on material designed to break down the 
barriers. It should give the agent a 
chance to ‘put over’ his personality, to 
arouse the prospect’s curiosity, to de- 
velop the need, to supply the vital mo- 
tivation and should have a good close. 
The best close that I have found is 
the indirect or assumed acceptance 
close. Nine tenths of the job of selling 
is the agents confidence in himself. The 
organized presentation supplies that.” 


Think In Terms of Income 


People today are more conscious of 
money in terms of income than ever be- 
fore, C. Vivian Anderson, Provident 
Mutual, Cincinnati, said. The depres- 
sion, the recession and the talk about so- 
cial security have done much to bring 
about a heavier stress upon income than 
vpon principal, he said, pointing out that 
a man’s income represents his earnings 
plus his returns on his investments. 

“I paid for more new business dur- 
ing the depression than I did before 
because I realized that times were tough 
and more work was required to do the 
same job. Working harder and stress- 
ing income options boosted my volume 
above what it was during boom years,” 
Mr. Anderson stated. 

“My first step in selling is to take 
the prospect’s present’ insurance, re- 
duce it to a monthly income basis and 
show graphically that it is inadequate 
to do a good job. This figure is usually 
well below the monthly income neces- 
sary for his family if he were removed. 
I don’t talk life insurance; I talk about 
his wife and children, or his mother, and 
what his insurance will mean to them.” 


Form Pa. ‘Policyholders Committee’ 


_ PHILADELPHIA—A “Pennsylva- 
nia policyholders committee’ has been 
organized, according to J. B. Hoptner, its 
executive secretary, to “uphold the 
rights of policyholders” and “insure the 
right of insurance company employes to 
organize for collective bargaining.” 

Membership of the organization com- 
mittee includes Alice Liveright, former 
secretary of welfare; Dr. Jesse Holmes 
of Swarthmore College and John W. 
Edelman, C.I.O. regional director, all of 
whom have been noted for their lean-J 
ings to the left. 

According to Hoptner, the committee 
was organized as a result of testimony 
before the monopoly committee in 
Washington. He asserted that insur- 
ance companies are “ruled by self-per- 
petuating groups” who deny rights to 
policyholders. 


NEWS OF WEEK 


Eastern Round Table of the Life Ad- 
vertisers Association discusses Life In- 
surance Institute and public relations at 
New York conference. Page 1 

* * * 

Appointment of Douglas to U. S. Su- 
preme Court means new head of insur- 
ance probe. Page 1 

* * * 


Southern industrial life companies file 
amendment with ways and means com- 
mittee in Washington to exempt their 
agents and field representatives from 
social security tax. Page 1 

* * * 


New York code bill is reported favor- 
ably by insurance committee with 
eleventh hour amendments, but its pas- 
Sage at this session is believed to be 
doubtful. Page 1 











* *k * 

Numerous complications exist in the 

matter of appointing a new commis- 

sioner of Colorado to succeed Jackson 

Cochrane. Page 3 
* * * 


nneee T. Martin is elected president of 

linois Bankers Life, succeeding W. H. 

Woods. Page 4 
* *k * 


Basis of annuity loss figures is ex- 





Directorate of Southland Life 





Stockholders of Southland Life, Dal- 
las, at their annual meeting changed 
the number of directors from 25 to nine 
and elected the following: 

(Standing)—Raymond E. Buck, attor- 








Mont- 


and P. V. 
gomery, vice-president and actuary. 
(Sitting)—John E. Owens, vice-presi- 
dent, also vice-president Republic Na- 
tional Bank, Dallas; John W. Carpenter, 
chairman of the board, also president 


tive vice-president, 


Homer R. Mitchell, vice-president, also 
board chairman Texas Employers Insur- 
ance Association. 





Hawley Resigns as Controller 


J. V. Hawley has resigned as con- 
troller of the Occidental Life of Los 
Angeles but will continue with the com- 
pany as general agent at Oakland, Cal., 
that office having been changed from a 
branch office to a general agency. M. 
F. Branch, formerly manager of the 
branch office, will return to southern 
California and will join the B. J. Dick- 
son agency in Los Angeles. 

Mr. Hawley entered life insurance in 
the field in August, 1911, with the 
Western States Life and went with the 
Occidental in January, 1936. He was 
appointed controller June 1, 1937. 


General Agent Bidlake Resigns 

M. J. Bidlake has resigned after 22 
years as Northwestern National Life 
agent and general agent at Billings, 
Mont. He has not announced his future 
plans. 


Vance Bushnell, A. M. Sloan, E. S. 
Jarrett and R. C. Nichols are conducting 
a three weeks “Assured Estates” school 
in Minneapolis for agents of the Equi- 











H. K. LINDSLEY, President 





plained. Page 3 





INSURANCE IN FORCE, December 31, 1938 


THE FARMERS & BANKERS LIFE INSURANCE COMPANY operates under the Kansas Compulsory Reserve 
Deposit Law, and every policy ever issued by this Company is registered with the Insurance Department of the 
State of Kansas, and bears that Department’s Registration Certificate stating not only that the policy is registered 
but that it is secured by a pledge of securities of the required type deposited with the State of Kansas in an amount 
equal to the full legal reserve on the policy. 


OFFICERS: 


J. H. STEWART, Jr., V.-Pres.-Treas. 


F. B. JACOBSHAGEN, Secretary 


HOME OFFICE, WICHITA, KANSAS 
Radio Station KFBI—1050 Kilocycles 


ney, Fort Worth; Dr. Hall Shannon, 
medical director; W. C. McCord, secre- | Texas Power & Light Company, Dal- | table Society from Minnesota, North 
tary-treasurer; B. A. Donnally, execu- | las; A. Morgan Duke, president, and | and South Dakota. 
Life Insurance Company 
WICHITA, KANSAS 
Presents Its 
TWENTY-EIGHTH ANNUAL STATEMENT 
Showing Condition of Company, December 31, 1938 
ADMITTED ASSETS LIABILITIES 
Caghi tik Brame s o.ocvciceces wowaies $ 287,675.38 Legal Reserve on Policies........ $ 9,196,272.58 
U. S. Government Bonds......... 2,896,472.75 Reserve to Provide for Fluctuation 
State, County and Municipal Bonds 1,874,302.29 Cf MRMRY . oc cc cccccccccess 150,000.00 
Home Office Building............ 225,000.00 Reserve to Provide for Fluctuation 
Real Estate Owned............. 836,127.79 of Market Value of Assets...... 858,193.67 
Real Estate Sales Contracts...... 268,563.82 Credits to Policyholders Left with 
First Mortgage Loans on Company on Deposit at Interest 679,002.63 
CS eer 2,793,036.67 Ranervn fee TWO a0 1 ocscccsces 92,975.83 
(On improved Real Estate Death Claims Due and Unpaid.... None 
appraised for $9,721,170.00) Death Claims Reported But Proof 
Advanced to Borrowers for Taxes Not Completed Dec. 31, 1938 12,749.00 
on Real Estate Loans.......... 4,380.06 Premiums and Interest Paid in 
Loans and Liens on Policies...... 2,495,180.49 fo OR ALE 114,350.45 
Accrued Interest OC ER Ce 85,709,23 Special Funds Payable to Policy- 
Net Premiums in Process of holders in 1939............04- 136,609.99 
Collection ......+..++++e+eee- 248,152.40 All Other Liabilities............ 49,446.73 
Furniture and Fixtures.......... Charged Off Capital and Surplus............. 725,000.00 
Radio Station KFBI............ Charged Off (For additional protection of 
Policyholders) 
Total Admitted Assets......... $12,014,600.88 Tile Te 0 so sks cs awess $12,014,600.88 
qdadadanastedeacaciaesass $53,622,332.00 
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VIEWED FROM NEW YORK 





By R. B. MITCHELL 


OPENS SIXTH N. Y. OFFICE 


Provident Mutual announces the ap- 
pointment of Frederick Brandwein as 
general agent of a new agency located in 
the Empire State building, New York 
City. He has been ten years in the in- 
surance business as agent and assistant 
manager of Equitable Society. He is a 
native of New York City, studied law 
at Fordham University and graduated in 
insurance at New York University. This 
is the sixth of Provident Mutual’s New 
York City offices. 


TO HAVE OWN BUILDING 


The Brooklyn agency of Northwest- 
ern Mutual Life, headed by A. J. 
Johannsen, is being moved to a five- 
story building at 161 Remsen street, 











that will bear the name of Northwestern 
Mutual Life. The agency will occupy 
the ground floor and will constitute two 
floors in height. The Brooklyn agency 
has $80,000,000 insurance in force. 





INSURANCE WOMEN MEET 


Mrs. Helen Wolfsohn, Equitable So- 
ciety, was nominated this week for the 
presidency of the League of Insurance 
Women to succeed Mrs. Kathryn Ford, 
Mutual Life of New York, who was 
nominated for honorary _ president. 
Other officers are Mrs. Charlotte King, 
Equitable Society, first vice-president; 
Miss Winifred McLaughlin, Equitable 
Society home office, second vice-presi- 
dent; Mrs. Gertrude Brandwein, New 
York Life, third vice-president; Miss 











ALL OF HER TIME 
FOR HER CHILDREN 


Widowed, but independent and, therefore, 


able to give her little ones all of her time. 


It is because her late husband believed 


in the security of life insurance that she is 


so independent. 


Most family men mean to be just in this 


duty, but some of them need a little urging, 


and ----- 


That is the salesman’s job! 





Home Office, NEWARK, N. J. 











Marion Ives, Mutual of New York, 
treasurer; and Mrs. Dorothy Briggs, 
Equitable Society, secretary. Mrs. Lil- 
lian L. Joseph, Home Life of New York, 
headed the nominating committee. 

Miss Corinne V. Loomis, assistant 
general agent, John Hancock Mutual, 
Boston, conducted a round table discus- 
sion with the seven New York women 
agents who were members of the origi- 
nal women’s $250,000 round table 
founded in 1936 at the National Associa- 
tion of Life Underwriters convention at 
Boston. Miss Loomis asked them ques- 
tions aimed at bringing out the factors 
responsible for their success, such as the 
value of their time per hour, the average 
size of contract, what they do to im- 
prove production, the number of inter- 
views per sale and whether they find 
it easier to handle their work today than 
three years ago. 

The seven members participating were 
Miss Estelle Bruck, Mrs. Fay Levy, 
Mrs. Dorothy Briggs, and Miss Her- 
maine Kuhn, all of the Equitable So- 
ciety; Miss Leonora Olsen, Penn Mu- 
tual; Miss Helen Wells, New York Life, 
and Mrs. Lillian Joseph, Home Life of 
New York. 


RIEHLE BACK FROM CRUISE 


T. M. Riehle, general agent Equitable 
Society, New York City, has returned 
from a two weeks cruise to the West In- 
dies aboard the “Champlain” of the 
French line. 


Philip C. Bake Cincinnati 
Manager of Phoenix Mutual 


Philip C. Bake has been appointed 
manager at Cincinnati of Phoenix Mu- 
tual Life. He was formerly a member 
of the Hartford agency where his record 
and leadership ability led to his appoint- 
ment as a field supervisor. During the 
past two years he has received a broad 
training in the factors of management in 
several large agencies including St. 
Louis, New York Downtown and Hart- 
ford. 


Willet Heads New Atlanta Unit 


Laurence Willet has been elected the 
first president of the recently organized 
Atlanta C.L.U. chapter. S. R. Bridges, 
Jr., is secretary. This is the 39th local 
C.L.U. chapter to be organized in the 
country. 














Travelers May Hold Life Stock 


Amendments to the charter of the 
Travelers Insurance Co., to permit it to 
hold stock of the Travelers Life, if and 
when organized, have been approved by 
the Connecticut legislature. 





Chicago Agency Leads Country 


The La Salle ordinary agency of the 
Prudential in Chicago under Manager 
A. Van Goldman led the country in Jan- 
uary and February on paid basis and for 
net increase. The record was hung up 
as a testimonial to Manager Goldman 
while he was on a month’s trip in the 
west. He spent three weeks at the 
“UU” ranch near Tucson, being an in- 
veterate horseman, and some time at 
Palm Springs. 


Prudential Men Meet April 17-19 


The managers conference of the Pru- 
dential will be held in Newark and New 
York April 17-19. Members of the staff 
from every point in the country will at- 
tend. This will be the first time Frank- 
lin D’Olier, the new president, will pre- 
side. General sessions will be held at 
the home office the first day, group ses- 
sions the second and third day, and the 
annual banquet the last night in Hotel 
Commodore. 








Colorado — The bill to exempt life 
companies employing commission agents 
from the unemployment insurance pro- 
visions passed final reading in the senate 
without a dissenting vote and has gone 
back to the house for final approval, 
where it is expected to pass without 





Trace Record of 
Life Companies in 
Virginia in 1938 


The Virginia department has prepared 
an exhibit of life company operations in 
the state last year, showing that insur- 
ance written in the state totaled $298, 
466,085 and insurance in force in Vir- 
ginia as at Dec. 31, 1938 was $1,519,- 
495,958, as compared with $1,464,855,014 
at the end of 1937. 

Industrial insurance written totaled 
$168,238,003 and in force $364,483,709; 
ordinary written $108,530,843, in force 
$1,036,394,262; group written $21,697,239, 
in force $118,617,987. 

Herewith is given the amount writ- 
ten during 1938 and amount in force in 
Virginia of those companies that did 
$1,000,000 or more in the state last year: 


DOMESTIC COMPANIES 








Written In Force 
in Va. Dur- in Va., Dec 
ing 1938 31, 1938 
Atiantic Life ....$ 3,653,268 $ 57,402,773 
Citizens Home... 1,351,002 934,900 
Continental Life. 18,838,505 44,352,519 
Home Beneficial.. 35,404,576 48,915,130 
PATO! Of VA o.<:3-6:0:6:6 16,888,390 112,056,381 
Mut. of Richmond 5,964,958 ,898,808 
Richmond Benefi. 1,521,4 3,404,018 
Shenandoah Life. 3,974,429 24,834,225 
Southern Aid..... 2,336,74 4,286,007 
Union Wile: ..6e6 15,685,990 18,827,323 
Universal Life... 11,075,07 3,887,630 
Va. H. & A. Assn. 3,873,052 7,922,431 
Va. Life & Cas... 5,151,163 9,946,223 
Va. Mut. Ben. L.. 1,309,046 1,711,268 
FOREIGN COMPANIES 

Acacia Mut. Life. 1,058,543 10,806,814 
Aetna Life ...... 5,826,759 44,850,473 
Conn. General ... 1,874,120 12,962,437 
Conn. Mut, .<c.0.6:2 »426,394 11,767,401 
Equitable Society 7,685,950 74,801,105 
Equitable of Ia.. 1,085,068 8,148,429 
Eureka-Md. ..... 1,478,460 3,038,059 
Jéfferson Stand.. 2,769,300 21,045,122 
John Hancock M. 2,520,469 14,546,365 
EAPC @ CAS... 2 606s 4,252,966 8,330,243 
Lincoln Natl. .... 2,926,024 9,343,685 
Mass. Mutual.... 3,051,901 25,795,830 
Metropolitan Life 27,231,855 243,846,987 
Morris Plan Ins.. 2,765,676 2,759,524 
Mutual Benefit... 2,472,493 39,293,961 
Mutual Life, N. Y. 2,898,759 51,486,578 
Natl. Life, Vt.... 1,070,604 8,505,242 
Natl. Life & Acc. 118,588 1,192,399 
New Eng. Mut... 5,108,845 27,840,805 
New York Life... 4,389,480 62,596,124 
No. Carolina Mut. 3,842,52 7,764,188 
Northwestn. Mut. 4,043,433 53,672,717 
Old Repub. Credit 2,313,875 1,917,504 
PACING DEUCE. 6.63606 1,268,159 28,659,338 
Penn Mutual .... 1,562,338 25,253,379 
Peoples Life, D.C. 31,025,622 8,323,245 
Pilot Tife:........ 5,873,090 13,772,753 
Provident L. & A. 3,088,662 10,770,536 
Provident Mut... 2,057,657 21,962,225 
Prudential ...... 8,556,562 78,575,204 
Reliance Life.... 2,539,795 18,502,745 
Sun Life, Can.... 1,626,064 24,964,016 
Travelers ....... 5,216,551 44,820,228 
Union Central.... 1,511,028 20,173,632 
any amount of opposition. Governor 


Carr is expected to sign the measure. 





Eavenson Assistant Manager 


W. R. Eavenson has been appointed 
assistant manager of the Buffalo agency 
of Guardian Life. He was located in 
the head office for about 2% years and 
since 1936 has been an agent in the Buf- 
falo office and has made a good record. 


WANTED 


Home Office Super- 
visor for State of Ohio. 





Between ages 30-40. 


Must have been per- 
sonal producer. 


Address J-70 


National Underwriter 
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Thought Provokers 
Debated in Omaha 
"Quizzer-bee” 





Members of the Insurance Institute 
of Nebraska, at a dinner meeting in 
Omaha, participated in a “quizzer-bee,” 
giving answers to questions that had 
been previously submitted by the mem- 
bership regarding life insurance. 
J. Charles Seitz, actuary of Guarantee 
Mutual Life, presided. The institute is 
composed of 71 actuaries, accountants 
and underwriters of Omaha and Lincoln 
life companies and consulting actuaries. 
A. W. Mason, assistant secretary Lin- 
coln Liberty Life, is secretary of the 
institute. 

The questions which have been pre- 
sented before the institute up to this 
time are as follows: 

1. If a policyholder requests by letter 
an extension of time for payment of a 
premium, the letter being received by 
the company on the last day of grace 
or after the grace period has expired 
but having been mailed within the grace 
period, would your company consider tle 
policy lapsed and send him an applica- 
tion for reinstatement or would your 
company grant him an extension? If 
so, how? 

2. What is your company’s practice in 
the following case: A policyholder sends 
in a letter enclosing a partial payment 
on a premium due and requests an ex- 
tension. Would your company cash the 
remittance or hold it pending receipt of 
the signed extension agreement? 

3. Should a policyholder send a par- 
tial payment of his premium at the be- 
ginning of the grace period and advise 
that he will pay the balance prior to the 
expiration of the grace period, would 
his remittance be cashed or would it ‘be 
held until the balance of the premium 
due was received? 

4. Suppose one of your policyholders 
having a $1,000 pina -payment life 
policy (Am. Exp. 3% S percent) issued at 
age 35 lapses after paying 16% vears, at 
which time his attained age is 52. His 
table of values shows: 


’ Cash Extended 

Year Values Insurance 
16 $413 25 yrs. 297 days 
17 451 27 yrs. 46 days 


The policy provides that it will auto- 
matically continue in force as non-par- 
ticipating paid-up term insurance for the 
principal sum insured, for such term as 
the then cash value will purchase, as a 
net single premium at the attained age. 
Would you take the imean of the cash 





values and use the single premium at 
age 52, obtaining a period of extended 
insurance of 25 years and 259 days, 
which is less than the 16th year value? 
If not, explain your method with and 
without indebtedness. 

5. Why do some companies extend a 
policy for its face amount and others 
extend the policy for its face amount 
less the indebtedness? Are these two 
methods mathematically equivalent and 
what are the advantages of both? 

6. How many companies are consider- 
ing or have considered revising policy 
forms to provide for a reduced policy 
loan interest rate? 


Conference of State Mutual 
Coast Agencies April 10-11 


A regional conference for leading 
West Coast agents of State Mutual Life 
is scheduled to be held in Del Monte, 
Cal., April 10-11. Stephen Ireland, 
vice-president and superintendent of 
agencies; Ross B. Gordon, vice-presi- 
dent and supervisor of applications; and 
Assistant Superintendent of Agencies 
James H. Eteson will represent the 
home office. 

Mr. Eteson will address the San Fran- 
cisco sales congress which coincides 
with the State Mutual meetings. 

En route, Mr. Ireland, Mr. Gordon 
and Mr., Eteson will stop in the Chicago 
agencies, and before the regionals will 
also visit the Seattle, Portland, and San 
Francisco offices, which with Los An- 
geles will be represented at Del Monte. 
The return itinerary includes visits in 
Los Angeles, San Antonio, Houston and 
Dallas. Regular meetings will be held 
in the Texas agencies. 

Problem clinics will be features of 
each of the three sessions comprising 
the meeting in Del Monte. Mr. Ire- 
land’s address on “Our Company,” high- 
lighting progress under the “State Mu- 
tual Plan,” will open the sessions. Also 
on the first program are General Agents 
A. K. Deutsch, San Francisco; W. B. 
Laney, Seattle, and Lloyd Roberts, Los 
Angeles. 

Both Mr. Gordon and Mr. Eteson will 
speak on the second day. Mr. Gordon’s 
topic is “Present Day Underwriting 
Trends,” while Mr. Eteson will outline 
“State Mutual Plans” for the future. 
General Agents H. V. Montgomery, San 
Francisco; Elmer F. Peterson, Port- 
land, and Roy Ray Roberts, Los An- 
geles will address the final meetings. 








Winter Heads Randall Club 


For the fourth year N. F. Winter of 
the Victor-Winter Agency, St. Paul, is 
Randall Club president for 1939 in the 
Minnesota Mutual Life. 
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FOR MEN WHO CAN PRODUCE 
AND 
ARE AMBITIOUS TO BUILD OWN AGENCY 


Philadelphia Life Insurance Company 
Philadelphia, Pennsylvania 


Indiana and Illinois 
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IN THIS YEAR 


OF 


WORLD'S FAIRS 


Fair visitors numbering into the millions 
will travel to New York and to San Fran- 
cisco this year and see dazzling displays of 
the sciences, of transportation, of manufac- 
turing, of business . . . even of entertain- 


ment. 


Were it possible to assemble the pano- 
rama of Life Insurance into one vast enclo- 
sure, to show Life Insurance at work build- 
ing futures, providing family security, buy- 
ing education, dealing with human values 
and human problems, building homes and 
business buildings . . . what an exhibition 


that would make! 


The Life Insurance display is on every 
hand, in every community . . . and the 64,- 
000,000 American policyholders think it is 


great. 


NAaTI IQNAL LIFE 


AND AACCIDENT 
InsunanceCompany nc. 


NATIONAL 


pL: A. CRAIG, Chairman of the Board\ipineneemlC. R. CLEMENTS, Presidentl| 
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NASHVILLE TENNESSEE 
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Propose Sliding 
Tax in N. Y. to Hit 
Big Companies 


ALBAN Y—A bill proposing a gradu- 
ated life insurance premium tax, highly 
discriminatory against the larger com- 
panies, was introduced this week by 
Chairman Piper of the committee on 
insurance law revision. It would nearly 
double the present rate on premium in- 
come above $15,000,000. 

The rate would be 134 percent, as at 
present, on premium income up to $2,- 
000,000. On the next million it would 
be 2 percent; on the next ‘million, 2% 
percent; on the next million 2% per- 
cent. The rate would also be 2% per- 
cent on the next five million; 234 per- 
cent on the succeeding five million, and 
3 percent on all premiums in excess of 
$15,000,000. 


Would Invoke Retaliatory Laws 


Retaliatory laws in some __ states 
would automatically enforce the same 
scale against New York companies 
doing business there. 

Lawyers are doubtful of the measure’s 
constitutionality. The United States 
Supreme Court in the Steward Dry 
Goods case (294 U. S.) held an appar- 
ently parallel tax unconstitutional when 
Kentucky passed a graduated levy based 
on annual income of stores, which taxed 
the larger establishments more heavily 
than smaller ones. 

In another Kentucky case, the state 
supreme court recently held that a 
Praduated tax, based on number of 
stores and aimed at the chain store, 
violated the state constitution. 

One effect of the New York proposal 
would be to give a preferential tax posi- 
tion to the savings bank insurance 
scheme, as the banks would all be small 








Discuss Public Relations Program 








ROBERT G. RICHARDS 


Public relations work and the pro- 
gram of the Institute of Life Insurance 
were discussed at the Eastern Round 
Table of the Life Advertisers Associa- 





KARL LJUNG 


tion by Robert G. Richards, Providence, 
R. I., advertising agency executive, and 
Karl Ljung, Jefferson Standard Life, 
Greensboro, N. C. 








banks to the present system, of having 
the savings banks form their own cen- 
tral company which would issue all the 
policies. 





Connecticut Legislative Hearings 


Hearings scheduled by the Connecti- 
cut legislature this week were slated to 
include two proposals to investigate in- 





amendment on policy loan interest; and 
a change in the investment law to per- 
mit life companies the same latitude on 
acquiring stocks as the New York law 
allows. 


Albert Bums First Vice-president 
Albert Burns, formerly second vice- 





Many Issues Over Cochrane 


Post Are Developing 





(CONTINUED FROM PAGE 3) 


approved by the court would then have 
to take a civil service examination along 
with all other candidates. 

The uncertainty as to who would 
name the new commissioner has _ had 
various insurance associations in 4a 
dither. Emergency meetings have been 
held by several groups, without definite 
action being taken as to approval of any 
candidate due to the uncertainty of con- 
ditions. 

In the meantime a decision by the 
civil service commission as to whether 
it will make public its findings in the 
hearing which preceded Cochrane’s res- 
ignation was expected almost momen- 
tarily. Representative Herman Kline 
who sponsored the ouster move against 
Cochrane demanded that the commis- 
sion reveal its opinion on the charges 
of incompetence against Cochrane. H. 
G. Getty, chairman of the commission, 
said a decision would be reserved until 
the return of one who is out of town. 
He indicated that the report probably 
would be made public. 





Industrial Men Ask Change 
in Social Security Act 





(CONTINUED FROM PAGE 1) 


under the act. Some contend that if the 
industrial companies desire exemption, 
they should modify their agency con- 
tracts, rather than forcing the issue at 
Washington, which might have the re- 
sult of causing the authorities to seek to 
make the social security provisions ap- 
plicable to all agents. The ways and 
means committee will probably not dis- 
turb the status of ordinary agents at this 





insurers. It would also tend to head | dustrial insurance; a measure to license | president of Baltimore Life, has been 
off the plan, preferred by most of the | and supervise insurance counsellors; an | elected first vice-president. time. 
KENTUCKY HOME MUTUAL LIFE INSURANCE COMPANY, LOUISVILLE, KY. 
Financial Statement December 31, 1938, Condensed From the Report to the Insurance Departments of the States in Which the Company Operates 
ASSETS RESERVES AND LIABILITIES 
anh an ssanks wand MOMCe. oi). 562 sicceceo ean seks eeaeee $ 119,037.14 Reserves for “Policyholders: ... 20... cece eet esas ewe $10,567 ,067.47 
RSISTALIG IDE IIE 5s oles ob ow oho Sees eho sea tenes 1,204,119.26 ; . 
U. S. Government $438,131.73; Railroad, Industrial and Reserves for Claims Payable in Installments and Amounts 
Municipal bonds $261,911.30; Industrial, Insurance, Held Under Supplementary Contracts................-00005 189,721.56 
Bank Stocks, and U. S. Guaranteed Building and Loan 
Stocks $498,482.05; Due and Accrued Interest $5,594.18. Reserve for Claims Unreported and Proofs Not Completed 78,131.76 
Mortgage cl a rar cece cn cneescevencescscnsseeees 848,855.89 
First Mortgages on city and farm property $845,070.28, Reserve for Coupons and Dividends to Policyholders....... 6,661.32 
Interest due and accrued $3,785.61. 
SiO RE Se MRO ROI S65 Sie woe che ee ba ee ae eos eee es 1,628,977.12 Reserve for Premiums and Interest Paid in Advance....... 58,251.97 
Outstanding loans secured by policy cash values $1,- 
621,948.49; due and accrued interest $7,028.63. Reserve for Taxes Payable in 1939...................0005- 34,193.62 
BAORCy AONE ANG MTORR RE S55 6 sees cs Seow wewudacas 3,893,422.72 
Real Estate and Contracts of Sale..................000000- 3,424,557.79 Reserve for All Other Liabilities.......................4+- 60,464.16 
Including Home Office Building $2,360,000.00; Due and Miscellaneous items including legal and medical fees, 
Accrued Rents $16,253.55. bills not yet due, reserve for unemployment insurance, 
SMU LOT SUMORTN oc. oon cock hu asic seuine eauieurene esis 47,665.40 etc. 
Collateral loans $46,560.07; Due and Accrued Interest ee 
$1,105.33. $10,994,491.86 
Premiums (secured by legal reserve)............ ine wein wae 184,157.15 
Net premiums due and in process of collection. Surplus for Contingencies (fluctuation asset acc’t.).$ 75,000.00 
Coto ga feel cE | i er 159,935.19 
rs DURE UAAMOCALER -oocescsierssawes awe eos siedie ce 288,341.43 
CUS 0) YES a re $11,510,727.66 a 
Less assets not used in reserve fund....................00- 152,894.37 PGtAlESHDDIIB! 5.664.550 oe 3) oa ose nisee- ose eneeeemuic one we $ 363,341.43 
(Included in these assets are value of equipment, fur- This is surplus held, in addition to all other Reserves 
niture and fixtures, balances in closed banks, bills re- i : : , 
ceivable and Agents’ balances.) for the benefit of the policyholders. 
TOTAL ADMITTED ASSETS.............. $11,357,833.29 TOTAL RESERVES AND LIABILITIES. .$11,357,833.29 
Total paid beneficiaries and living policyholders since organization.......... $6,572,162.65 
INSURANCE IN FORCE DECEMBER 31, 1938, . . . . . » $44,108,433.00 
ELLSWORTH REGENSTEIN, PRESIDENT 
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\ CONTRACT 


the Need for... 


*A Low-Cost Policy 
*A Popular, Timely Policy 


*A Profitable Policy 









@ Yes, General Mutual's So- 


cial Security Contract belongs in 


your portfolio, because it's the 
kind of policy you need often. An 
economical policy, it's easy to 
explain and easy to sell. The ap- 
Peal is popular, timely. Commis- 
sions are extremely liberal, mak- 


ing it a profitable policy for you. 


Get Complete Details -White: 
THE GENERAL MUTUAL 





LIFE INSURANCE CO. 


VAN WERT, OHIO e C. M. Purmort, Pres. 





Public Relations 
Viewed by Ad Men 


(CONTINUED FROM PAGE 1) 
pretation of Life Insurance to the Pub- 
e ’ 


’ 





Earl R. Trangmar, Metropolitan, act- 
ing executive secretary of the Institute 
of Life Insurance, and Karl Ljung, Jef- 
ferson Standard, gave their reasons for 
membership in the Institute. 

“All companies should seek member- 
ship in the Institute because its mission 
is to be the greatest cooperative organi- 
zation in our business,” stated Mr. 
Ljung. “Through it we can expect 
greater expansion of our services be- 
cause of the emphasis that will be given 
public understanding of life insurance. 

“There are three points which the 
Institute intends to work around, each 
one revealed in the study as being sub- 
ject to criticism by the public. These 
are—company operation, policy con- 
tracts and the agency sales system.” 

Mr. Trangmar answered questions re- 
garding details of the institute. 


Mathus Outlines Activities 


Other speakers were A. V. Miller, 
New York “Herald Tribune,’ and K. 
H. Mathus, Acacia Mutual Life. Mr. 
Mathus outlined the opportunities for 
contacts with policyholders in building 
good will and future sales. He presented 
a tabulation of media used by his 
and other companies, such as the per- 
sonal advisory service, premium notices, 
annual statements, participation of pol- 
icyholders in meetings. This was fol- 
lowed by a discussion to which Howard 
D. Shaw, Continental American, con- 
tributed several ideas. 

Mr. Miller discussed newspaper ad- 
vertising, pointing out the small amount 
of newspaper advertising done by life 
companies in comparison with other in- 
dustries. 

John H. McCarroll, Bankers Life of 
Iowa and president of the L. A. A., was 
the final speaker. The next annual meet- 
ing will probably be held in Detroit 
about the middle of October. 

Mr. Behan invited suggestions in pre- 
paring for the Annual Message of Life 
Insurance. 

Scott Anderson, Equitable of Iowa, 
led an open forum for discussion in 
which George A. Adsit, vice-president 
Girard Life, pointed out that the adver- 
tising managers are the best tool for 
the Institute to disseminate its informa- 
tion. 

The attendance of 67 was the largest 
ever experienced by the Eastern Round 
Table. 


To Have New Head 
of Insurance Probe 








(CONTINUED FROM PAGE 1) 


To Douglas, the idealist, the impor- 
tance of exposing the “scandal” out- 
weighed possible harm in disturbing life 
insurance policyholders about a practice 
which, however deplorable in principle. 
could not possibly be of any practicable 
significance and was obviously not 
known to any responsible official of the 
company involved. Nor was it appar- 
ently important to Douglas that the 
SEC was by implication branding the 
industrial agents generally with the 
same stigma as the men who testified to 
having signed policyholders’ names to 
ballots. 

Commissioner Frank, though a new 
dealer and an idealist, appears to be 
somewhat more on the practical side 
than Douglas. Where Douglas sees 
mammoth corporations as crushing out 
idealism, Frank tends to view the con- 
sequences of corporations’ growth in 
economic terms. He has been particu- 
larly critical, for example, of the eco- 
nomic waste attendant on the reorgani- 
zation of large corporations. 

Frank was almost constantly on hand 





at the monopoly committee’s hearings 
on insurance and took an active interest 
in the investigation. At no time did he 
give any evidence of hostility to insur- 
ance, nor has he ever shown that he 
feels that there are any special “evils” 
in the insurance business which cry out 
for reform. No dragon-slayer, his atti- 
tude is that progress is not through 
junking the present economic machine, 
complex though it may be, but in mak- 
ing it function more efficiently. 


Might Get Better Break 


While there was relatively little to 
complain of in Douglas’s handling of 
the hearings, any difference between 
Douglas’s and Frank’s running of the 
investigation should presumably result 
in a slightly better break for the com- 
panies with Frank in the driver’s seat. 

Just when the monopoly committee 
will resume its hearings on insurance is 
still unannounced. When the hearings 
adjourned Feb. 17 it was said that in- 
surance would be taken up again in 
about four weeks. However, it is un- 
likely that the committee will take up 
insurance for at least several weeks and 





possibly longer than thaat. 





Read The Industrial Salesman, $1.25 a | 
year. 420 E. Fourth Street, Cincinnati. 


Speculation in Michigan 
on Commissioner's Status 


LANSING, MICH.—Michigan in-~ 
surance men are speculating as to the 
effect of the death of Governor Fitz- 
gerald on the insurance department. 
Commissioner Gauss, a holdover from. 
the Democratic administration, had beem 
retained in office by the late governor. 
Insurance men generally were satisfied 
with the Gauss administration and so 
the governor had allowed him to remain 
for an indefinite period. 

Just prior to the governor’s unex- 
pected death, however, reports had been 
circulated that an appointment of a new 
commissioner was imminent. Most 
prominently mentioned among aspirants 
for the post were Col. John G. Emery, 
Grand Rapids, former state American 
Legion commander, and Charles Me- 
Naughton, Detroit, both local agents. 


O. F. Grahame Reviews SEC Quiz 
NEW YORK—O. F. Grahame, as- 
sistant secretary Guardian Life, will ad- 
dress the New York City C.L.U. lun- 
cheon March 30. He will talk on the 
monopoly investigation of life insurance 
and on savings bank life insurance. He 
attended the Washington hearings. 
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Salesmen Need Training for Defense 


Wiru the continuous flow of articles, 
books and pamphlets attacking legal re- 
serve life insurance, companies and man- 
agers realize that it will be necessary to 
educate agents so that they will be able 
to answer accusations brought out. The 
writers are usually very cunning and subtle. 
They are gifted in the employment of 
sophistry. They tell half truths and by 
twisting statements can prove almost any- 
thing. The public will listen to attacks 
and rather glory in sharp shooters. 

A prospect gets one of these books, reads 
it through and not knowing the mechanics 
or science of life insurance he takes it all 
for granted. He turns to Page 47, for 
example, reads a paragraph or two and 
then asks the agent what he knows about 
it. In most cases the agent is not prepared 
to make an answer. It is generally agreed 


that the time has come when agents must 
be trained in defensive tactics as well as 
offensive. These books are having an 
effect. They are being quite widely read. 
Unfortunately people are not reading con- 
structive literature on life insurance but 
are lured by a song from the swamps. 

One of the favorite suggestions is the 
advice to take term insurance and use the 
so-called investment part of the premium 
for private investment. On the face of it 
it looks very logical. Analyze the state- 
ment, think clear through and its weakness 
is apparent. Was it not Stewart ANDER- 
SON, publicity manager of the PENN Mu- 
TUAL Lire, who called attention to the 
destructive underground feature of this sort 
of talk? He referred very appropriately 
to those undermining life insurance in this 
way as “termites.” 


No Effect on Old Annuities 


AN AGENT inqures, in view of the in- 
crease in rates on annuities, what effect 
this will have on contracts already in 
force. Annuity contracts that have 
been written are fixed. They cannot 
be affected by any change that there- 


after is made. Each contract stands 
on its own foundation. The companies 
find it necessary to readjust their 


annuity contracts because of the declin- 
ing rate of interest. 


Annuities may extend themselves 
over a period of many years. Who 
possesses prophetic instincts that make 
him a seer these days? How can any- 
one tell what the rate of interest will 
be five years from now even? Annuity 
returns in the past were far more liberal 
than are justified by today’s financial 
picture. Invested money is not earning 
what it did some years ago and the fu- 
ture is not bright. 


Teaching Lessons of Thrift 


THERE is an opportunity today for life 
insurance salesmen to perform a real 
service in inculcating habits of thrift and 
Saving on part of young men. Undoubt- 
edly throughout the land there is a spirit 
of wastefulness and prodigality. Young 
people have not the same standards of 
frugality that those of past generations 
had. The very action of our govern- 
ment in spending vast sums fosters this 
idea of extravagance. - After all there is 
much to be gained by closer attention to 
the old fashioned virtues and principles. 
Perhaps in days gone by there was too 
much parsimony and a more or less 
penurious habit was formed. At the 
Same time there is a golden mean that 
could well be reestablished. 


Telling the Prospect 


SOMETIMEs a life agent may spend too 
much time and present a too minute 
analysis of a prospect’s needs, especially 


Life insurance offers the opportunity 
for parents to bring to the attention of a 
son, for example, the necessity for as- 
suming a responsibility and taking on 
an obligation. A father can point out 
to him the desirability of starting early 
by taking a life insurance policy. Then 
out of the allowance given the son he 
should be urged to pay the premiums. 
That would probably be one of the first 
lessons that he has learned in the way 
of saving. Many fathers who have taken 
out life insurance for their sons and had 
them meet the premiums through a 
budget system, saving so much a month 
in order to meet the demand, have found 
that this a most excellent step for them 
to take. 


the Essentials 
of insurance. There is danger of over- 
powering a prospect with so much in- 
formation. After all a man buying life 


| port, Pa. 
, years ago. 


will do for him and what his obligations 
are. He desires to know what the cost 
will be. 

The other day a prospect who was 
being solicited for $10,000 of life in- 
surance had an agent present a schedule 
or program and spent three-quarters of 
an hour with him explaining it. In a 
few days thereafter another agent came 
along and in very succinct form told 
him in seven minutes the salient points 
that he should know with regard to 
$10,000 life insurance and the company 
he was representing. He was so im- 
pressed with the second agent that he 
immediately made an application for 
$30,000 on the ground that this second 


agent knew his subject so well that in 
tabloid form he could go to a prospect, 
analyze his needs and tell him briefly 
all that it was essential for him to knovy, 
Where a person is inclined to be 
analytical himself, he develops much 
information and many figures regarding 
life insurance. In most cases, however, 
a prospect can be told rather briefly 
what is proposed, what it will do and 
what it will cost. Many men are busy 
during the regular hours and to take 
up a half an hour or three-quarters of 
an hour sometimes defeats the object 
in view, where the face value is not so 
large. Then too, brevity permits mak- 
ing more calls and thus more sales. 








PERSONAL SIDE 


OF THE BUSINESS 





Frank Walton, district manager in 
Grand Rapids, Mich., for the E. B. Brink 
state agency of the United Benefit Life 
and Mutual Benefit Health & Accident, 
was married to Miss Geraldine Collins 
of Detroit. Prior to his appointment 
less than a year ago, Mr. Walton was 
supervisor of the Brink agency in De- 
troit. 


W. C. Safford, vice-president Western 
& Southern Life, Cincinnati. was reap- 
pointed a member of the advisory coun- 
cil of the unemployment compensation 
department of Ohio by Governor Brick- 
er, subject to senate confirmation. Mr. 
Safford is one of the three representa- 
tives of the public on the seven man 
board. 


A strong challenge to young men of 
the south to lead the way in solving 
southern economic problems was pre- 
sented by E. C. Green, president Pilot 
Life, in a talk before the Greensboro, 
N. C., junior chamber of commerce on 
“Economic Conditions in the South.” 


T. P. Allen of Huntington, L. I, 
Massachusetts Mutual leader in 1938 in 
respect of number of policies delivered, 
was feted by his general agent, Gibson 
Lewis, at a luncheon. He was presented 
with a watch. Lloyd Mallon represented 
the home office. 

L. G. Thebaud, who has been named 
Buffalo general agent for Massachusetts 
Mutual Life, went with that company in 


1923 after graduating from Yale. He 
was made co-general agent with his 
father, J. B. Thebaud, in 1929. J. B. 


Thebaud died recently at the age of 64. 


S. J. Snook, manager Penn Mutual 
Life, Paducah, Ky., has been appointed 
a member of the Paducah Muncipal 
Housing Corporation, 


ASB: Faulkner, veteran Reliance Life 
representative in Pittsburgh, makes vio- 
lins in his spare time as a hobby. It 
takes him a year to make one of the in- 
struments. He is a graduate of the Col- 
gate Theological School and_ served 
three pastorates in New York state be- 
fore entering insurance work in 1916 as 
Reliance Life general agent at Williams- 
He moved to Pittsburgh 10 


In recognition of his 25th anniversary 
with the company, Otto Langpaap, in- 





eon in San Francisco, attended by com- 
pany officers, department heads and 
members of the home office staff. Brief 
talks were made by President F. \V. 
Keesling, First Vice-president Gordon 
Thomson, Vice-president H. J. Stewart, 
Dr. I. C. Heron, medical director; Sec- 
retary Carlos Warner, Agency Manager 
E. V. Collins of San Francisco and 
Manager W. L. Hardy of Oakland. 

A dinner was given in Dayton, O., in 
honor of R. T. Baker, who has just com- 
pleted 40 years as general agent there 
of the Union Central Life. 

Byron C. Howes, general agent Berk- 
shire Life, Chicago, just returned from 
a 10-day vacation at Biloxi, Miss. The 
golfing, he reported, was fine. 

R. L. Stockman, Equitable Life of 
Iowa, has been elected president of the 
Omaha alumni chapter of Sigma Phi 
Sigma fraternity. 

Members of the Dallas agency of the 
Southwestern Life attended an honor 
luncheon for Leon Rovinsky, who be- 
comes president of the Southwestern 
Life Club by writing and paying for the 
largest amount of business in the past 
12 months, around $500,000. 


J. H. Torrance, vice-president of the 
Business Men’s Assurance, who has 
been ill at his home for the past four 
; months, is greatly improved. Recently 

he has been able to be up and around. 


DEATHS 


George L. Cooley, president of Farm 
Bureau Mutual Automobile of Colum- 
bus, O., and a director of Farm Bureau 
Mutual Life and of Farm Bureau Mu- 
tual Fire, died in Dover Center, O., at 
the age of 78. He was founder of the 
Ohio Farm Bureau. 

George A. Bland, treasurer of the Re- 
tail Credit Company and a member of its 
founders’ group, died unexpectedly m 
Dallas, while on a business trip. 

Mr. Bland completed 35 years with 
Retail Credit on Feb. 1. His especial in- 
terest was development of personnel, and 
administration of the foreign activities. 
He was elected vice-president in 1914 
and secretary in 1927. Last year he be- 
came treasurer. 




















‘ ; é ; , ‘ '€ | spector of central agencies of West Mr. Bland was born in Darlington, 
if he is purchasing a moderate amount insurance is anxious to know what it | Coast Life, was honor guest at a lunch- |S. C., in 1879. He went to Atlanta in 
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1396. He was connected with the Lan- 
cashire Insurance Company until that 
company withdrew from this country. 
He joined the inspection department of 
Equitable Society, leaving in 1904 to go 
with Retail Credit. 

Harry DeBorde, 57, district manager 
Life & Casualty, died at his home in 
Birmingham. He has been with the 
company 19 years, nine years in the 
Birmingham office. 

William May, Jr., 54, who was with 
the Sun Life of Canada 1910-1930, serv- 
ing for many years as assistant to John 
A. Tory in the management of the To- 
ronto office, died in Toronto. He retired 
in 1930, due to ill health. 

Charles T. Hawes, 86, representative 
of the Mutual Benefit Life in Bangor, 
Me, for many years, president of the 
Bowdoin College board of overseers and 
a former minister, died there. 

Joseph Metzel, a leading producer of 
the Freeman J. Wood agency of Lincoln 
National in Chicago, died following a 
minor operation. He was active in civic 
affairs of the city. 

Carl F. Wetzel, Cleveland, general 
agent for the Ohio National Life, died 
suddenly. Mr. Wetzel was the oldest 
veteran in point of service with the 
Ohio National. Born in Germany in 
1881 he came to America at an early 
age. In September he celebrated his 
95th anniversary as general agent at 
Cleveland. He was president of the 
company’s Builders Club in 1917 and 
was always proud of the fact that dur- 
ing October of that year he conducted 
the first presidents month from his of- 
fice. He was active in life association 
work. He was a 32nd degree Mason 
and a Shriner. In 1916 he was secretary 
of the Republican state central commit- 
tee and has served in several public 
capacities. 





Claims Negligence Hastened Death 


Mrs. Lida S. Medaris, whose husband, 
C. F. Medaris, died in the Union Central 
building, Cincinnati, March 15, 1937, has 
brought suit against the Union Central 
Life asking damages of $50,000 on the 
ground that her husband was not given 
the emergency care that he might have 
been given. C. F. Medaris was manager 
of the northeastern financial department 
of Union Central, earning $8,000 a year. 
He collapsed at his desk and a company 
official directed two employes to take 
him down an elevator to the garage. He 
died in the elevator. Mrs. Medaris con- 
tends that Union Central should have 
taken her husband to the emergency 
hospital in a wheelchair or stretcher, 





Error in Annuity Figure 


NEW YORK — Annuity reserves of 
the Northwestern Mutual Life as of the 
end of 1938 were erroneously given as 
$6,171,373 in a tabulation published 
March 10. The correct figure is $60,- 
171,373, which brings the total annuity 
reserve for all companies operating in 
New York state to $2,758,039,706. 





NEWS OF THE COMPANIES 





Changes Are Made 
in Southland Life 


. DALLAS—Stockholders and _ direc- 
tors of Southland Life at the annual 
meeting reduced the directorate from 25 
to nine, authorized an increase in num- 
ber of shares from 50,000 to 60,000, de- 
clared a dividend of $1.20 on the exist- 
ing shares, and elected Joe B. Wood- 
ward, formerly assistant agency director, 
as vice-president and agency director. 

The new shares will be offered to 
present stockholders in proportion to 
their holdings. 

President A. Morgan Duke reported 
that savings of $165,000 had been 
effected in operating costs and $100,000 
in dividends; that at the close of the 
year there was more insurance in force 
than at the time of the consolidation of 
Southland and Gulf States Life last year, 
and that the mortality ratio was 44.4. 


Advisory Committee Named 


An advisory committee was named as 
follows: A. F. Allen, Dallas; Dr. W. H. 
Bennett, Humble; Galloway Calhoun, 
Tyler; Lewis T. Carpenter, Dallas; J. 
M. Caviness, Paris; George Cowden, 
Pearsall; S. G. Gernert, Taylor; Burris 
C. Jackson, Hillsboro; C. D. Judd, Den- 
ton; Clarence E. Linz, Dallas; William 
Lipscomb, Dallas; John D. Middleton, 
Greenville; W. S. Mosher, Houston; J. 
R. Plummer, Fort Worth; G. B. Rich- 
ardson, Dallas; Harry L. Seay, Dallas; 
Roy C. Sewell, Houston; H. O. Wooten, 
Abilene. They are the former directors 
who were not named to the new nine- 
man board. 





Victory Life, Kan., Statement 
Shows Increases for 1938 


Assets of Victory Life of Topeka in- 
creased more than $600,000 in 1938 to 
total $9,738,948. Surplus increased from 
$771,628 to $898,387.- This combined 
with capital of $200,000 brought total 
capital funds to $1,098,386. 

Insurance in force was $36,727,060. 
Increase in the paid for business 
amounted to about 15 percent for 1938 
as compared to 1937. The same divi- 
dend schedule for 1938 was maintained 
of participating contracts. The ratio of 
assets for each $100 liabilities was 
$112.72. 

Victorv for the first two months of 
this year showed an increase in busi- 
ness of two and a half times that written 
during the same months of 1938. Febru- 
ary this year was the best month since 
July, 1931. 





The London Life is preparing plans | : 
Te , counsel and a member of the executive 


to erect a new home in London, Ont. 
Specifications call for a four-story build- 
ing to cost around $1,000,000. 








LIFE MANAGER WANTED 


Salary, commission on personal production, overwriting bonus, top renewals 
and expense allowance for an experienced life insurance representative capable 
of recruiting and training a group of high grade men. Company has operated in 
Texas more than 25 years. Aggressive expansion program now being planned. 
Connection offers recruiting advantage of unusually complete line of Par and 
Non-Par Life; Investment Bonds; Group A & H; Hospitalization; and both Com- 
mercial and Monthly premium Accident & Health. 
areas listed below write Agency Department, California-Western States Life 
Insurance Company, Sacramento, California, outlining your life insurance experi- 
ence, age, marital status, paid production past three years and other qualifica- 
tions. Applicant must have clear record. Surety Bond Required. 


AN UNUSUAL TEXAS OPPORTUNITY 


Abilene Corpus Christi San Antonio 
Austin El Paso Waco 
Beaumont San Angelo Wichita Falls 


If you reside in any of the 











New Officers Named 
by Texas Companies 


A number of changes have been ef- 
fected in Texas companies. 
W. L. Moody, III, has been elected 


executive vice-president of American 
National. He has been the senior vice- 
president. Leonard Mosele, heretofore 


assistant secretary and auditor, becomes 
secretary. He assumes to the secretarial 
title that was held by W. J. Shaw, who 
was formerly vice-president and secre- 
tary, and is now vice-president. Mr. 
Shaw had been secretary for more than 
30 years. Miss Meta Schilke has been 
elected assistant secretary, she being the 
first woman executive in the history of 
the company. 

Maco Stewart, lawyer and capitalist of 
Galveston, was elected as a new director. 

R. W. Archer, San Antonio newspa- 
per man and general manager of the 
South Texas chamber of commerce, has 
been appointed publicity director of 
Southwestern Life of Dallas. 


Name J. E. Josey Board Chairman 


E. Josey, prominent lumberman, 
capitalist and newspaper publisher of 
Houston, has been elected chairman of 
the board of Pioneer American Life of 
Houston, succeeding Tom B. Owens. 
E. M. McCormick, who has been con- 
nected with Pioneer American since its 
merger with the old Southern Standard 
Life of Houston, has been elected secre- 
tary. 

C. W. Windham, formerly secretary- 
treasurer, has been elected a vice-presi- 
dent, but will be inactive. 

Hugh Watson of Houston has been 
appointed agency supervisor for south 
Texas and C. E. O’Brien, Dallas, agency 
supervisor for north Texas. Pioneer 
American intends to enter the industrial 
field_shortly. 

Robert L. Davis has been elected as- 
sistant secretary of Seaboard Life of 
directors 


Houston. Two new were 
elected,- they. being M. R. Underwood, 
investment man who was _ formerly 


agency director of Seaboard Life, and 
W. S. Farish, Jr., of ‘the Navarro Oil 
Company. 


South Coast Life to Expand 


W. M. Callaway, agency director of 
South Coast Life of Beaumont, Tex., has 
been elected vice-president. Stockhold- 
ers have authorized an increase in capi- 
tal from $25,000 to $100,000. When this 
is done, South Coast Life will be a full 
capital company under the Texas laws. 

George B. Parks, formerly assistant 
treasurer, has been elected treasurer of 


| Educators Mutual Life of Fort Worth. 





R. G. Storey has been elected general 


and investment committees of United 
Fidelity Life. 

Sam H. Weatherford, secretary of 
State Reserve Life of Fort Worth, has 
been elected vice-president and secre- 
tary. 

L. L. Waller has been elected assist- 
ant treasurer of Fidelity Union Life tak- 
ing the place left vacant by the death of 
M. M. Herring. Ed. M. Polk, Sr., of 
Corsicana and George Stephan of Bryan 
were elected as new directors. 





Southern Life in Force Figure 


In the table giving the ranking of life 
companies by insurance in force, South- 
ern Life of Atlanta was credited with 
having insurance in force of $739,650. 
whereas the proper figure is $3,422,012. 


Southern Life should have appeared as |. 


No. 265 in the table instead of No. 282. 


Kentucky Home Mutual Reports 


The Kentucky Home Mutual Life re- 
ports $11,357,833 total admitted assets, 
including $109,037 cash, $1,204,119 bonds 
and stocks and $848,855 mortgage loans. 
The reserve for policyholders totals $10,- 
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We Are Proud 
of 
You 


Fifty years ago, men 
of vision dedicated 
themselves to the 
service of their fellow 
professional life un- 
derwriters. 


The most important 
event in 1939 is the 
celebration of their 
golden record of 
achievement. 
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Plan now to attend 
this Golden Jubilee 
Convention of the Na- 
tional Association of 
Life Underwriters to 
be held in St. Louis, 
September 25-29. 
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567,067, $189,721 under supplementary 
contract, total surplus $363,341. There 
is $44,108,433 insurance in force and the 
company has paid $6,572,162 to bene- 
ficiaries and policyholders since its or- 
ganization. 





Aetna Life Group to Erect 
New Building in New York 


NEW YORK—Plans for the erection 
of a seven-story building to house the 
downtown offices of the Aetna Casualty 
& Surety and affiliated companies in this 
city are being prepared. The property 
secured, 151-155 William street, is di- 
rectly opposite the Royal-Liverpool 
building, and close to that of the North- 
ern Assurance. In addition to housing 
the casualty and affiliated fire compa- 
nies, the building will afford quarters for 
the R. H. Keffer agency of the Aetna 
Life. Present uptown offices of the life 
and associated companies will be con- 
tinued. When completed the new build- 
ing will prove a great addition to the in- 
surance district, which for a number of 
years has been moving steadily north 
along William street. 





Goodcell Executive Committeeman 


Commissioner Goodcell has been 
elected, by mail ballot, as a member of 
the executive committee of the National 
Association of Insurance Commissioners 
filling the vacancy caused by the death 
of G. A. S. Robertson, who was Mis- 
souri insurance superintendent. 





Four employes of the Massachusetts 
department have been dropped by Com- 
missioner Harrington. Four new men, 
three temporary inspectors and a tem- 
porary examiner, were named by the 
commissioner, and approved by the gov- 
ernor’s council, to fill the vacancies. 





Prospect with accident and health. 


Read The Accident & Health Review. $2 
a year. 175 West Jackson Blvd., Chi- 
cago. 








General Agency 
OPPORTUNITIES 
for good personal 

producers 


Lentral Life 


INSURANCE COMPANY 


of Illinaols 


ALFRED MacARTHUR, 
271 


PRESIDENT 
WEST WACKER DRIVE, CHICAGO 





AMONG COMPANY MEN 





Jennings Is Slated 
to Head All States 


MONTGOMERY, ALA.— William 
C. Jennings, vice-president and actuary 
of the All States Life, is slated to be 
elected president when the directors 
meet this week to consider the selection 
of a successor to the late Ben W. Lacy. 
Mr. Jennings is in natural line of pro- 
motion. For several months he has been 
practically discharging the duties of 
president due to the declining health of 
Mr. Lacy. He is recognized as ably 
qualified to steer the destinies of the 
company. He has been Mr. Lacy’s right 
hand man since its organization in 1928. 

Mr. Jennings came originally from 
Chattanooga, Tenn., where he began his 
insurance career in 1919 with the Vol- 
unteer State Life, remaining with that 
organization 5 years, after which he 
studied actuarial science for three years 
at the University of Michigan. Subse- 
quently he went with the Interstate Life 
& Accident of Chattanooga and re- 
mained with it until 1928, when he came 
to Montgomery to serve as actuary of 
the All States Life. 

Ben W. Lacy, Jr., a son, is assistant 
secretary of All States Life. 





Lewis Sales Supervisor 


R. N. Lewis, has been appointed su- 
pervisor of sales by the Great National 
Life of Dallas. He started in life in- 
surance with the Great National two 
years ago and in his new capacity will 
do considerable traveling. He has passed 
part of the C. L. U. examination. 





Strudell on Educational Tour 


Fred D. Strudell, vice-president Cen- 
tral States Life, has been conducting 
educational work in the San Antonio, 
Dallas, Fort Worth and Little Rock 
agencies. 


F. J. Seitz Named Secretary 

F. J. Seitz, director of sales of Ameri- 
can Home Life of Topeka, has been 
elected secretary. 














New President 








THOMAS E. SLY 


Thomas E. Sly, the new president of 
St. Louis Mutual Life, is thoroughly 
familiar with all departments of that 
company’s operations. He takes the 
place of F. H. Kreismann, who had been 
president since 1918 and who retired 
because of the condition of his health. 
Until this change took place Mr. Sly 
had been secretary and assistant to the 
president. He joined St. Louis Mutual 
as superintendent of agencies and later 
was elected a director and secretary and 
more recently was made assistant to the 
president as well. He has functioned 
as manager of agencies and hence is 
well known in the field. St. Louis Mu- 
tual Life traces its beginning to 1857. 





W. J. Cowls of the publicity depart- 
ment of the Mutual Life of Canada now 
has the title of publicity manager. 








LIFE SALES MEETINGS 





New Buyers’ Guide 
Plan Introduced 


A two-day meeting of New Jersey 
agents of the Bankers National Life, 
completed a most successful series of 
regional meetings, to introduce the com- 
pany’s “Buyer’s Guide to Life Insur- 
ance.” Ralph R. Lounsbury, president 
said the plan is designed to increase the 
public’s regard for agents. The lack of 
respect for agents is due mainly to the 
poorly equipped men in the business 
who fail to make enough money to be 
a credit to insurance. The new plan 
seeks to correct this situation. 

The new plan calls for a different ap- 
proach in the presentation of life insur- 
ance. It determines what the customer 
wants and tells him how to get it. 

The meeting was conducted bv Wil- 
liam J. Sieger, agency vice-president, 
who is highly enthused with the recep- 


MONUMENTAL BUILDS FOR PERMANENCY 


This is substantiated by the fact that we have no open debits at this time in 
The reason is obvious: Monumental Agents are 
selling more insurance, both Industrial and Ordinary; they are earning higher 
commissions; they are satisfied with their work and its rewards. 


MONUMENTAL LIFE INSURANCE CO. 
Home Office—Baltimore, Md. 
81 Years of Progressive Management 





better than 90% of our districts. 








tion given to the new plan as evidenced by 
regional meetings in Pittsburgh, Philadel- 
phia, Hartford, and the session at the home 
office in Montclair. Mr. Sieger said the 
plan is just the tool needed to meet the 
present day conditions and that it will 
go a long way toward elevating the 
standing of agents in the eyes of the 
public by enabling salesmen to serve 
their clients to a greater extent. “We 
want only successful men in our organi- 
zation, and this plan is designed to make 
them successful, and it will weed out 
the stragglers and hangers-on,” he de- 
clared. 

The “Buyer’s Guide” presentation was 
demonstrated by Richard J. O’Brien, and 
H. Carlyle Freeman, field supervisors. 





Supplement Social Security Plan 


PORTLAND, ORE. — Supplement- 
ing federal social security benefits is a 
rapidly growing trend in life insurance, 
it was brought out at a special agents’ 
conference of Oregon Mutual Life. R. 














R. Brown, vice-president and actuary 
announced the addition of new policie 
designed to supplement the averag 
man’s social security income. 





Plan for Massachusetts 
Mutual Regional Meet 


A meeting preliminary to holding , 
regional convention of representatives 
of Massachusetts Mutual on May 16-1; 





was held at Excelsior Springs, Mo, 
General agents from five cities in the 
middlewest and south were present to 
work out details for the regional con. 
vention, which will be held at the Mis. 
souri vacation spot. 

Those present were General Agents 
E. W. Hughes and John Dingle, Chi- 
cago; Ralph Lowenstein, St. Louis; ¢. 
W. Ruhling, Peoria; Charles Scott, 
Kansas City; Harry Combs, Oklahoma 
City, and Jack Nussbaum, leading pro- 
ducer from Milwaukee. Present from 
the home office was A. D. Lynn, assis- 
tant agency director. Mr. Lowenstein is 
program chairman. 

It was reported that President B. J. 
Perry will attend the Excelsior Springs 
convention. 


New England Mutual Rallies 


Dates for the fall regional agents’ 
meetings are announced by the New 
England Mutual Life. The places will 
be resort hotels in various sections of 
the country. These are: Oct. 2-3, Gen- 
eral Brock, Niagara Falls, Ont.; Oct. 
5-6, the Elms, Excelsior Springs, Mo,; 
Oct. 11-12, Oyster Harbors Club, Os- 
terville, Mass.; Oct. 16-17, Grove Park 
Inn, Asheville, N. C.; Oct. 19-20, the 
Claridge, Atlantic City; Oct. 23-24, the 
Greenbrier, White Sulphur Springs, W. 
Va.; Sept. 21-22, Lawsonia, Green Lake, 
Wis.; Sept. 28-29, Del Monte, Del 
Monte, Cal. 








New York Life Plans Gatherings 


The New York Life will hold a series 
of individual Chicago branch meetings 
in that city in the last week of April, 
replacing the annual spring Nylic rally. 
Isaac Kibrick, Brockton, Mass., agency 
assistant and past president of the Top 
Club, will speak at each of the meet- 
ings. Lloyd Lafot, inspector of agen- 
cies, Chicago, also will be on the pro- 
gram. These will be one-day meetings, 
with luncheons and dinners for leading 
producers. 





Quirk Conducts Coast Meetings 


Urban F. Quirk, assistant vice-presi- 
dent Penn Mutual Life, conducted 
agency meetings in Los Angeles and 
San Francisco. 

F. M. McMillan, Los Angeles agency 
head, and F. J. Curry of the San Fran- 
cisco agency exchanged courtesies, and 
each aided in conducting the meeting in 
the other’s territory. 





MacLeod in Oklahoma City 


Sayre MacLeod, Jr., supervisor of all 
ordinary agencies west of Chicago for 
the Prudential, spoke at a luncheon 0 
the C. D. Jolly agency in Oklahoma 
City. 





E. P. Huttinger, agency secretary 
Penn Mutual Life, addressed a group of 
northern Indiana agents at Fort Wayne. 





Resume Mail Fraud Prosecution 


SHREVEPORT, LA. — The federal 
government’s prosecution against assess- 
ment companies operating in Texas, 
Louisiana, Colorado and other states, 
charging fraud in the use of mails, has 
been resumed here. The first trial last 
June resulted in a hung jury. The 
American Benefit, Southern Protective 
Union, the Guardian Benefit and_ the 
Imperial Life of Louisiana are involved. 


Evidence has been introduced to show | 


that the outfits have been paying only 
18 percent of their income in deat 
claims while 68 percent has gone 10F 
salaries and expenses. 
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LIFE AGENCY CHANGES 





_—_— 


Slack Manages Life Division 
of Big Chicago Agency 


James F. Slack, Field building branch 
manager of the Continental Assurance 
in Chicago, has resigned to become life 
department manager April 1 of Moore, 
Case, Lyman & Hubbard, Chicago. This 
large general insurance office is general 
agent of the Travelers, producing about 
$1,500,000 of life business annually. 

R. B. Kegley, who for a number of 
years has had charge of the agency’s 
accident and health department and for 





JAMES F. SLACK 


some time also has been supervising the 
life department, continues in charge of 
accident and health production, spend- 
ing more of his time in life production. 
Mr. Slack is an old Travelers man, 
having started with that company’s 
branch office as agent in Chicago, after 
being trained in the home office school 
at Hartford. Later he became field as- 
sistant and then assistant manager in 
the Insurance Exchange branch, Chi- 
cago. He has had considerable experi- 
ence in recruiting and training agents. 
Mr. Slack went with the Continental 
Assurance in 1935, being assigned as 
home office supervisor for six months, 


then was appointed Field building 
branch manager. 
The branch was established about 


nine years ago, having been an out- 
growth of the old “assured estate” plan 
sold in connection with the savings de- 
partment of the National Bank of the 
Republic, Chicago. No successor to Mr. 
Slack has been named bv the Continen- 
tal Assurance. 





Lewis Goes to Brooklyn 
for Massachusetts Mutual 





Massachusetts Mutual Life has ap- 
pointed Gibson Lewis, C.L.U., its gen- 
eral agent at Hunt- 
ington, L. I., since 
1934, as general 
agent in Brooklyn 
with management 
of the company’s 
entire Long Island 
sales organization, 
the Huntington 
general agency be- 
coming a district 
office. 

Mr. Lewis, a na- 
tive New Yorker, 
went into life in- 
surance in 1923. 
After six years of 
selling he was 
made co-general agent’ with Melvin 
Sackerman for the Massachusetts Mu- 
tual at Brooklyn. H. B. Wendell has 
been general agent in Brooklyn. 





Gibson Lewis 








L. E. Gregory Takes Fidelity 
Mutual Columbus Agency 


Louis E. Gregory has resigned as 
manager for Phoenix Mutual Life at 
Columbus, O., to become manager for 
Fidelity Mutual Life there. His office 
is at 8 East Long street. Mr. Gregory 
entered the business in 1933 as an agent 
for Phoenix. Two years later he was 
made a home office supervisor and, in 
that capacity, worked in Philadelphia, 
Pittsburgh, and Boston agencies. A na- 
tive of Tacoma, Wash., he grew up in 
Vancouver, where he received his early 
education. Following war service he 
graduated from Wesleyan University in 
1923. Paul S. Nelson has been the Fi- 
delity Mutual manager in Columbus. 





Olof Jacobson New Denver 
General Agent of Home Life 


DENVER—Olof H. Jacobson, who 
has been for the past 4% years the lead- 
ing agent in the Denver office of Provi- 
dent Mutual Life, has resigned to be- 
come general agent in his city for Home 
Life of New York. He is active in civic 
and political affairs in the state. He 
managed the successful gubernatorial 
campaign of Ralph L. Carr, who was 
the first Republican to be elected in 14 
years. He is a member of the publicity 
committee of the National Association 
of Life Underwriters and is a past presi- 
dent of the Lions Club of Denver. 





Ira McBride General Agent 


Northwestern National Life has ap- 
pointed Ira A. McBride as general agent 
for western Missouri, with headquarters 
in Kansas City. The office will be 
known as the western Missouri agency 
and will operate principally in that ter- 
ritory, while the company’s two other 
agencies headquartering in Kansas City 
will continue to serve the metropolitan 
area and eastern Kansas. 

Mr. McBride joined Northwestern 
National in 1932 at Springfield, Mo. The 
following summer he left the insurance 
business to become supervisor of build- 
ing and loan associations for Missouri. 
Upon his retirement from office in Jan- 
uary, 1938, he returned to Northwestern 
National as a full-time producer with 





Paul W. Cook Appoints 
New Agency Supervisor 








W. R. RUMINER 


W. R. Ruminer, agent in the Paul W. 
Cook general agency Mutual Benefit 
Life, Chicago, has been appointed 
agency supervisor. He has been con- 
nected with the company for 15 years 
and led the Cook agency last year in 
number of sales. He has had an unusu- 
ally high persistency record on his busi- 
ness, his lapse ratio being one of the 
lowest in the agency. Mr. Ruminer’s 
clientele principally is business and pro- 
fessional men. He is a graduate of the 
































It Pays to Ask Why 


CHILDREN often bombard us with their constant 
questioning. “Why?” they ask. Why this? Why 
that? It is their natural way to learn, progress, and 
outgrow their selfishness. A progressive, growing 
company can take a lesson from the child. It can ask 
“why” at every turn, looking for new facts, new meth- 
ods—checking its purpose—defining its goals. Con- 
tinental American believes in the why-attitude, and 
believes that WHY is the watchword of progressive 
management and of the progressive agent. If you like 
the why-idea, try it out on us—and yourself. 


Note these Continental American 
WHY- POINTS 


1938 new business was highest in Continental American history. 


“In force” increased 7.5% against average of 1.5% for the life 
insurance business. 


Number of producers increased 24% during 1938. 

Average production of club members: $216,000. 

Amount paid to living policyholders increased 13%. 

84% of business in policies of $5,000 and more. 

a aaa policies and features DESIGNED TO PRO- 


Retirement salary paid to agents in addition to regular renewals. 


Continental American 
LIFE INSURANCE COMPANY 


Wilmington, Delaware W. M. Rothaermel, Vice President 



































University of Chicago. 
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IN 1887 





Dependability does not always 
spell progress in and of itself. 

But where you find a company 
making consistent progress year in and year 
ouf, 
for more than a half-century, you know 
that back of it all stands constant 
dependability. 


Life . . . Accident and Health . . . Group 


PROVIDENT 
Life and Accident 
Insurance Company 


Chattanooga—Since 1887—Tennessee 
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the R. J. Albachten agency, St. Louis, 
in which capacity he continued until his 
present promotion. 





Names A. C. Meyers of Cleveland 


Guarantee Mutual Life has appointed 
Arthur C. Meyers of Cleveland general 
agent for 15 counties, with offices in the 
Union Commerce building. He is head 
of the Universal Underwriters Agency, 
a general insurance agency which he 
established in 1936. He has operated a 
life department for some time, and plans 
to expand life insurance sales work 
throughout territory now under his di- 
rection. 





Burke to Dominion Life 


F. W. Simpson, Detroit manager Do- 
minion Life, plans an expansion of 
agency force in 1939. He has leased 
additional agency space on the 28th floor 
of the Union Guardian building and has 
appointed J. E. Burke supervisor in 
charge of recruiting and training new 
agents, 

Mr. Burke started with the Sun Life 
in Toronto, later removing to Windsor, 
Ont. In 1930 he went to Detroit as 
an insurance counsellor. Last October, 
he was appointed manager of the life 
division of the Detroit agency of the 
Michigan Life, resigning that position 
to join Mr. Simpson. 


Adams With Modem Life 


Homer B. Adams, formerly with the 
Amicable Life’s San Antonio agency, 
has been appointed Modern Life agency 
manager in San Antonio, Tex., with of- 
fices at 825 Majestic building. M. A. 
Nation, president of the Modern Life, 
recently visited San Antonio and Dallas. 








Patterson Field Manager 


C. L. Patterson has been appointed 
field manager of the tri-state department 
of Reliance Life with headquarters in 
Memphis. He will assist Emmel Gol- 
den, manager, supervising territories in 
northern Mississippi and western Ten- 
nessee. He entered life insurance in 
1929 and joined Reliance Life at Marks, 
Miss., March 1, 1938, as district man- 
ager. 


Cook Succeeds Ogle 


The Pan-American Life has appointed 
E. P. Cook general agent for north 
Alabama with offices in Birmingham. He 
succeeds J. O. Ogle, who recently joined 
American Life of Alabama in charge of 
agents. 








Fowler to Texas Prudential 


The Texas Prudential has appointed 
Hugh C. Fowler manager of its Dallas 
branch. For nine years he has been 
with the Great Southern Life in Dallas, 
the last four as manager. 


Name Lasker in St. Paul 


Samuel Lasker, formerly with the Mu- 
tual Life of New York, has been ap- 
pointed general agent of the Old Line 
Life of America at St. Paul. He has 
been engaged in life insurance 10 years. 





W. B. Hamilton is now general agent 
in Tacoma, Wash., for Western Life of 
Helena. He is past president of the Ta- 
coma Life Underwriters Association. 





W. J. Hartman, agency organizer in 
Seattle for the Mutual Life of New York, 
has returned to the casualty field with 
the Indemnity of North America. He had 
been with that company prior to enter- 
ing life insurance in 1932. 


Broadcast Savings Bank Debate 


BOSTON—A joint debate on sav- 
ings bank life insurance will be broad- 
cast the evening of April 11. <A. H. 
Avery, president Massachusetts Sav- 
ings Bank Life Insurance League, will 
preside. C. S. Cassidy of the Savings 
Bank Life Insurance Council will repre- 
sent the savings banks and Earl 
Manning, big Boston life insurance pro- 
ducer, will appear for the opponents of 





Occidental Life, California, 
Names Chicago Manager 








W. N. STAFFORD 


An aggressive development in the 
middle west was started by Occidental 
Life of California with appointment this 
week of W. N. Stafford as Chicago 
branch manager. Mr. Stafford resigned 
as manager of Northwestern National’s 
Chicago branch office. He has taken 
temporary quarters in One North 
LaSalle street and is preparing large 
permanent quarters with room for a 
big staff. 

Mr. Stafford entered life insurance 
work as a personal producer with the 
old Illinois Life in 1921, shortly after 
graduation from Northwestern Univer- 
sity. In the following 11 years until 
the Illinois Life went out of business, 
he became a general agent and devel- 
oped from scratch that company’s larg- 
est agency in premium production and 
volume. In this period he won national 


and state contests for personal produc- 
tion and conservation work. 

Again starting from scratch with the 
Northwestern National in 1933, Mr. 
Stafford built the important One 
LaSalle Street agency to an organiza- 
tion with 27 full-time agents and a pro- 
duction that exceeded $12,000,000 for the 
period. 

Mr. Stafford attended the Sales Re- 
search Bureau managers’ schools in 
Chicago, 1925, and Detroit, 1929, and 
completed the life insurance course of 
the Wharton School of Finance, Uni- 
versity of Pennsylvania, under Dr. S. 
S. Huebner. 


INDUSTRIAL 


Hackensack District Celebrates 


To celebrate the winning of the presi- 

dent’s trophy for general excellence the 
Hackensack, N. J., agency of John Han- 
cock Mutual held a dinner dance in 
Rochelle Park, N. J. B. J. O’Donnell, 
district manager, acted as toastmaster. 
Among the guests were Henry Gottes- 
man, manager for John Hancock at 
Newark, who opened the Hackensack 
office in 1920; Michael Mitchell, now 
manager of New York 6, who succeeded 
Mr. Gottesman in Hackensack, and 
Jacob Horowitz, also a former manager 
of Hackensack who is now manager of 
Brooklyn 1. 
William H. Daley, Jr., regional dis- 
trict manager, made the presentation of 
the trophy, after which Mr. O’Donnell 
presented Mr. Daley a framed scroll 
showing writings of $250,000 combined 
ordinary business, which was the result 
of a seven-day effort in honor of the 
event. 











Shifts New England Managers 


Metropolitan Life has shifted the fol- 
lowing managers in New England: J. A. 
LaTulippe from Biddeford, Me., to the 
Morton district in Boston; A. A. Phil- 
lips from Morton in Boston to Haver- 





hill, Mass.: Don Tracy, from Haverhill 





Northwestern Mutual Springfield Shift 





G. B. BUCKLEY 


G. B. Buckley, district agent North- 
western Mutual Life at Charleston, W. 
Va., for 4% years, has been appointed 
general agent at Springfield, Mass. O. 
F. Heyman, general agent at Spring- 
field since 1926, is retiring from general 
agency work to return to personal pro- 
duction. 

Mr. Heyman started with the North- 
western Mutual in 1908 as special agent 
at Wheeling, W. Va., in the C. B. and 
H. M. Taylor agency there and con- 
tinued with the Taylor agency when it 





the plan. 








was transferred to Philadelphia in 1920. 


agency in 1933. 


0. F. HEYMAN 


Mr. Buckley joined the Northwestern 
Mutual in 1928 at Parkersburg, W. Va., 
as an agent and less than two years 
later became district agent there. In 
1934 he was promoted to district agent 
at Charleston. He has been president 
of the District Agents Association and 
is now president of the Association of 
Agents of Northwestern Mutual. 

D. H. Tompkins, an agent in the 
Buckley agency, became Charleston dis- 
trict agent. He started with the North- 
western Mutual in the Charleston 


— 


to Narragansett district in Providence: 


in Providence to Central Falls, R. |, 
A. J. Pariseau, from the office account 
in Providence to Biddeford, Me.; ang 
Aaron Goldstein from Whitman, Mass, 
to Worcester. 





Hurley Is Given Recognition 


The Oak Park, IIl., district of the 
John Hancock Mutual Life under Man. 
ager James J. Hurley won a Citation 
for 1938 efforts as the leading industria| 
district in the Chicago area. This is jts 
second consecutive award. Mr. Hurley 
took charge of the district in 1937, hay- 
ing been manager at Davenport, Ia, 
where his organization received a Cita. 
tion in 1936. The Oak Park district 
shows an increase for the first three 
months of 1939. 


Lincoln on Southern Tour 


President Leroy A. Lincoln of Metro- 
politan Life and 10 other company ex. 
ecutives made a swing through the 
south the past week for agency confer- 
ences. Meetings were held in Atlanta 
March 16, in Birmingham March 17 and 
in New Orleans the first of this week. 

In the party with President Lincoln, 
who was also accompanied by his wife, 
were Vice-presidents E. H. Wilkes, F, 
M. Smith and A, W.. Tretheway; 
Agency Superintendent K. C. Ringer, 
Supervisors B. L. Church, J. A. Blades 
and W. L. Hobson. 








E. G. DesCombes has been appointed 
manager at Springfield, O., by National 
Life & Accident. Mr. DesCombes 
started as agent in January, 1933 and 
was promoted to superintendent in 1935, 
He was superintendent at Marion, 0, 
prior to his promotion at Springfield. 


AGENCY NEWS 


H. B. Cooley Is Honored 
on His Return to Boston 


H. B. Cooley, who has just become 
manager of the Boston agency of the 
Equitable Life of Iowa, was given a 
welcoming dinner by his new associates, 
Boston general agents and trust officers 
of Boston banks. Ray E. Fuller, super- 
intendent of agencies, and Paul K. 
Adams, assistant superintendent of 
agencies of the Equitable, represented 
the company, Mr. Fuller acting as toast- 
master. Lincoln Farrar of the Equt- 
table office in Portland, Me., where Mr. 
Cooley has represented the New Eng- 
land Mutual Life the past two years, 
was also present. 

Previous to the dinner a_ cocktail 
party was given Mr. Cooley by M. G. 
Summers, head of the Boston general 
agency of the New England Mutual 
Life, where Mr. Cooley served several 
years before going to Portland. The 
trophy given Mr. Cooley when he went 
to Portland was returned to Mr. Sum- 
mers, to be held as a perpetual trophy 
for general agents who return to Bos- 
ton after service elsewhere. 











W. E. Cunningham Agency Rally 


SYRACUSE, N. Y.—The benefits, of 
the so-called ten-a-month prospecting 
plan of Provident Mutual, together with 
the approach and prestige building tech- 
nique recommended by the company 
were treated at a full day’s meeting 0 
the W. E. Cunningham agency of Provi- 
dent Mutual Life here. The head office 
was represented by R. W. Tipping of 
the agency department and Nelson A. 
White of the advertising section. 


Top Honors for Murrell Bros. 


On its second anniversary as general 
agents in Los Angeles for Mutual Ben- 
efit Life, the Murrell Bros. (W. L. and 
T. G.) received the president’s plaque 
of that company which goes to the office 
that has the highest aggregate ranking 





on nine quality factors. The Murrell 


Thomas E. Kiernan from Narragansett § 
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brothers have made a remarkable rec- 
ord. During their first year they got 
well organized and in 1938 they hit 
their stride. For the first time in_ its 
history, the Los Angeles agency in No- 
vember had a million dollar month and 
in December it paid for more than $1,- 
000,000. The agency was in ninth place 
in paid for production in company rank- 
ing. It made a 77 percent gain over 
1937. In the last year and a half 22 new 
men have been added to the agency. 


Should Now Knock on Wood 





Some unusual records have been made’ 


in the W. J. Mack agency of North- 
western Mutual Life, Cincinnati. The 
agency is always among the 10 leaders 
in point of low lapses and in percentage 
of new business written on the lives of 
previous policyholders, who are buying 
over 50 percent of the new credited 
business of the agency. 

On Dec. 14, 1938, M. J. Koch com- 
pleted 10 years with the agency without 
a single death claim. Mr. Koch with 
R. L. Mayer, eight years and four 
months, and R. A. Lauer, with seven 
years and four months, represent a 
service of 25 years and 8 months in 
which they produced a total of $7,627,- 
061 business on 743 lives, average over 
$10,000 a life and an average annual 
production of over $250,000 for each 
man, all without a death claim. Of the 
total, $6,217,561 on 696 lives was placed 
in Northwestern Mutual and $1,409,500 
on 47 lives, representing large surplus 
cases, was placed in other companies. 
No group business is included. W. R. 
Hyman of the same agency has had only 
two death claims in 12 years’ service. 


FRATERNALS 


Missouri Tax May Be Adopted 

A bill to impose 2 percent premium 
tax on fraternals was recommended for 
passage by the Missouri legislature’s 
house insurance committee. R. E. 
O’Malley, former insurance superintend- 
ent, attempted to secure such a levy in 
1935, but fraternals in an unusual dem- 
onstration of strength through their 
hundreds of thousands of members, 
brought sufficient pressure to eliminate 
the tax provision from the proposed 
fraternal code. Then O’Malley insti- 
tuted suits to collect the tax, but these 
were dropped after O’Malley was dis- 
missed from office. 


Catholic Family Makes Gains 


Catholic Family Protective Life of 
Milwaukee in 1938 made a 33% percent 
increase in number of policies written, 
and gain of 28.78 percent in net paid 
for business. Mortality ratio is 41.52 
and interest earnings were 4.25 percent. 
J. G. Grundle is secretary. 

















McCormack Is Speaker 


Commissioner McCormack of Tennes- 
see was the principal speaker at a ban- 
quet in Nashville, closing the biennial 
session of the Tennessee head camp of 
Woodmen of the World. He discussed 
recent legislation affecting certain unde- 
sirable types of fraternal insurance. 





Reports on Royal League 


The Illinois department, in its report 
on an examination of the Royal League 
of Chicago as of Dec. 31, 1937, finds that 
the society has assets of $5,303,355, re- 
Serves $4,441.900, net surplus and unas- 
signed funds $793,184. The principal 
officers are W. F. Traub, supreme 
archon, and Fred A. Johnson, supreme 
vice-archon and organizer. Royal League 
employs seven full time and 30 part 





THE WOMEN’S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 


Bina West Miller Fran 
Supreme President Goearumoe” 


Port Huron, Michigan 





AS SEEN FROM CHICAGO 





TRAVELERS HOLDS SALES CONGRESS 


An all-day sales congress will be con- 
ducted’ Monday by the Travelers’ Chi- 
cago branch with Manager B. H. Groves 
presiding. M. F. Jones, assistant su- 
pervisor of the home office training de- 
partment, will conduct the _ session, 
which will be devoted to life insurance 
sales methods, programming, competi- 
tion, etc. There will be morning and 
afternoon sessions with a buffet lunch, 
the place being the Chicago Board au- 
ditorium in the Insurance Exchange. 





CELEBRATES 17TH ANNIVERSARY 


W. S. Fuller, manager for northern 
Illinois of the Prudential ordinary 
agency in the Field building, Chicago, 
celebrated his 17th year with the com- 
pany. 

He started with Prudential as a part- 
timer in 1915. From 1917 to 1920 he 
was in the army. Following his retire- 
ment from active service he joined Pru- 
dential in 1920 and became a special 
agent of the Jesse E. Smith agency 
which was then at 140 South Dearborn 
street, Chicago. 

In 1930 he was appointed manager of 
the Prudential at Davenport, Ia., and 
was transferred to manager in Cincin- 
nati in 1934. He went to Chicago in 
January, 1938, succeeding Jesse E. 
Smith who retired. 

Mr. Fuller has maintained his inter- 
est in military affairs throughout the 
years and holds the rank of major in 
the United States Reserve Corps. He 
is a past commander of the LaGrange 
post of the American Legion. He is 
exceptionally active in the civic affairs 
of LaGrange, his home, and Chicago. 

Major Fuller’s agency has a 100 per- 
cent membership in the Chicago Asso- 
ciation of Life Underwriters. 

To commemorate his anniversary, 
agency members put on a-three weeks’ 
drive. He was honored by his agency 
Monday, as was J. C. Abernathy, who 
this month celebrated his 25th year with 
Prudential. 


VISIT PACIFIC MUTUAL AGENCIES 


Three Pacific Mutual home office rep- 
resentatives were in Chicago visiting the 
agencies there. These were: A. N. 
Kemp. president; D. C. MacEwen, vice- 











time district organizers, a juvenile man- 
ager and 13 part time juvenile super- 
visors. 





0. E. Aleshire, president of Modern 
Woodmen, is vacationing in Florida. 








president in charge of agencies and F. R. 
Kerman, director of publicity. 

Of special interest was the newly 
opened agency of Earle S. Rappaport at 
174 West Jackson. Other agencies vis- 
ited were ‘those of J. L. Watt and E. E. 
Henderson. The railroad department 
there, which is managed by C. H. Davis, 
was also visited. 

It is estimated that between 400 and 
500 people attended the opening of the 
Rappaport agency. 





SUN LIFE AGENCY MEETS 


A one-day agency meeting was held 
by the D. J. Scott Sun Life of Canada 
agency, Chicago. Present from the home 
office were W. S. Penny, director of 
agencies; G. W. Bourke, actuary, and 
V. B. Harris, superintendent in charge 
of central United States. Mr. Scott was 
chairman. C. W. Foltz, assistant general 
agent, also spoke at the meeting. 

Coincident with the agency meeting 
came the announcement that Sun Life 
changed its optional settlement from a 
314 to 3 percent basis as of April 1. 





HASTIE PRODUCER RANKS THIRD 


J. H. MacDonald, leading producer 
John R. Hastie agency, Chicago, Mu- 
tual Life of New York, is ranked third 
this year among the Mutual Life’s 50 
leading salesmen. 





CROSS VISITS WOOD AGENCY 


Cecil F. Cross, vice-president Lincoln 
National Life, was a visitor at the Free- 
man J. Wood agency in Chicago on his 
way back to the home office following 
a two weeks’ business trip to the west 
coast. The Freeman Wood agency was 
sixth among all Lincoln National agen- 
cies last month. An additional $2,000 
would have placed it fifth. 





O'LEARY LEADS ROCKFORD LIFE 


The J. J. O’Leary general agency of 
the Rockford Life in Oak Park, IIL, 
held a special St. Patrick’s Day lunch- 
eon and agency meeting. Since opening 
his office about 18 months ago Mr. 
O’Leary has done an outstanding job. 
Mr. O’Leary was the leading agent and 
his office the leading general agency in 
February. A special drive is being held 
with a trip to the home office in April 
as an objective. 





EQUITABLE GETS OWN BUILDING 


Equitable Society has purchased for 
$1,275,000 the 13-story building at 29 
South LaSalle street, Chicago, and all 
of the Chicago agencies and other de- 





partments of that company in the city 
will be moved to that building, probably 
about next June. The purchase was 
made from the 29 South LaSalle Street 
Corporation, which was an asset of the 
National Life Fund that is being admin- 
istered by Washington National of Ev- 
anston, Ill. The building was the home 
office of the old National Life, U. S. A. 

Equitable Society now occupies 60,000 
square feet of space at 120 South La 
Salle street. This includes its nine Chi- 
cago agencies, the western executive of- 
fices, medical department, etc. Then at 
10 South LaSalle street is located the 
real estate and mortgage loan depart- 
ment. At the new location, Equitable 




















Stability — Safety 
Performance 
ASSETS 
$13,750,000.00 
CLAIMS PAID 
$118,000,000.00 
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Lawrence, Kansas 
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It's easy to sell shoelaces— 


—BUT it's hard to sell life insurance. The man who 
will buy shoelaces, groceries or a hat, with scarcely a 
glance at the brand, is wary when he insures his life. 
He wants to know that the company protecting his 
family is well-managed, reputable and sound. 


THIS is why THE MACCABEES field men have an 
advantage. Their society is just such a company. They 
can point with confidence to The Maccabees’ financial 
history. They can show 60 years of continued growth; 
a record of soaring assets which in 16 years have sky- 
rocketed from 17 to 54 millions. 


The Maccabees 


Detroit, Michigan 
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MEN WHO SELL 



























Designate the ROCKFORD LIFEMEN — Why? 


@ Because they are making SALES virtually every 
day. They have a policy for every need (from one 
year renewal term to 10 year endowment) and an 
amount for every purse (from $100 to $100,000). 
Investigate why our field force is growing rapidly. 


Rockford Life Insurance Company 


Francis L. Brown, President 


Rockford, Illinois 










































THE HOME LIFE INSURANCE COMPANY 
OF AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life insurance. 
Modern policies are issued, on both Industrial and Ordinary plans, from birth 
to 64 next birthday. 





——— 
A POLICY FOR EVERY PURSE AND PURPOSE 
—— 
Basil S. Walsh Bernard L. Connor John J. Gallagher 
PRESIDENT SECRETARY TREASURER 


Independence Square Philadelphia, Penna. 




















































Pure Protection 
LOW COST 


Life Insurance 


(WHOLE LIFE POLICY) 


No Cash Values 





Life Insurance in itself is inexpensive 





We are proud of our THIRTY YEAR record of 
dependable service to our policyholders. During 
this time the country passed through the GREAT- 
EST WAR in history—the GREATEST EPIDEMIC 
and the GREATEST DEPRESSION. It has never been 
necessaty to borrow money from the govern- 
ment or any other source to meet our obligations. 


Attractive proposition to agents and brokers 


INTERSTATE RESERVE Lire INSURANCE COMPANY 
10 East Pearson St., Chicago, Ill. e Phone Superior 1714 


“THE SUN NEVER SETS ON AN UNPAID CLAIM’? 














Society, in all, will occupy about 75,000 
square feet, including five floors. The 
Chicago Bar Association occupies the 
12th and 13th floors at 29 South La 
Salle. 

This is one of the largest real estate 
transactions in Chicago’s loop in a good 
many years. 

Equitable Society had a 10-year lease 
on its space at 120 South LaSalle street. 
This ran out last May and it was re- 
newed for one year. 

The outside of the 29 South LaSalle 
street building has been sandblasted and 
it will be modernized inside. It has not 
yet been decided which floors the 
Equitable will occupy. 





FOWLER’S 50TH ANNIVERSARY 


There has been some confusion re- 
garding the date of the golden anniver- 
sary party of General Agent E. C. 
Fowler of New England Mutval Life in 
Chicago, who is rounding out his 50th 
anniversary in life insurance April 8. 
The party will be held at the Blackstone 
Hotel in Chicago, April 27, when Presi- 
dent Smith, Vice-president Hunt and 
Medical Director Frost will be the hon- 
ored guests. The Fowler agency had 12 
leaders in the company list of 100 for 
the first two months. This is an excel- 
lent showing. 





AETNA AGENCY CELEBRATES 


A “6-6-6” dinner celebrating the sixth 
anniversary of the R. S. Edwards 
agency of Aetna, Chicago, was held. 
More than 30 agents who turned in six 
life applications during a six weeks’ con- 
test period attended. 





REPORT INCREASE IN FEBRUARY 


Ordinary sales in Chicago for Febru- 
ary were estimated to total $30,922,000 
as compared to $29,082,000 in February, 
1938, the Chicago Association of Life 
Underwriters announced. This was an 
increase of 6.3 percent. 





ADDRESSES* CHICAGO CLUB 

L. J. Evans, assistant director of agen- 
cies Northwestern Mutual Life, ad- 
dressed a meeting of the Hobart & 
Oates general agency in Chicago this 
week on “Advertising and Direct Mail 
as an Aid to the Agent.” He presented 
concrete ideas of how the agents may tie 
in their activities with the company’s 
publicity program. 

Vice-president F. A. Wickett of the 
home office of New York Life was a 
visitor at the Chicago offices. 





W. H. Siegmund, agency manager Zim- 
merman agency Connecticut Mutual Life 
in Chicago, will talk on wills and family 
protection on March 29 before the High- 
landers Club in Highland Park, Ill. 


ASSOCIATIONS — 


Dramatize Louisville Meet 
of National Council 


The mid-year meeting of the national 
council of the National Association of 
Life Underwriters in Louisville Friday 
March 31, will be dramatized in an 
effort to cause the delegates to feel that 
they constitute a definite part of the 
machinery. Instead of being seated, as 
an audience in a lecture hall, the coun- 
cillors will be seated, in congressional 
fashion, at desks, and the state or city 
association unit which each represents 
will be indicated by a placard. Earl F, 
Colborn, Connecticut Mutual, Roches- 
ter, N. Y., a national trustee, is effecting 
this novel arrangement. 








Waco Seeks Texas Meeting 
Waco will extend a strong bid for 
the 1940 convention of the Texas As- 
sociation of Life Underwriters at the 
annual meeting in San Angelo June 1-3, 


N. Y. Sales Congress May 4 


The New York state sales congress is 
to be held in Rochester, May 4. 








Chieago— The annual sales congress 
will be held April 27 with an outstand- 
ing program. L. M. Buckley, Provident 
Mutual, is general chairman. 

The congress committee includes Floyd 
Cripe, Connecticut General; Frank Ehlen, 
general agent Guarantee Mutual; Lou 
Eisenstein, Metropolitan; B. H. Groves, 
manager Travelers; W. C. Peck, manager 
Reliance Life; J. H. Sherman, Penn Mu- 
tual; W. V. Woody, manager Equitable 
Society. A “millionaire” will be on the 
program; a psychiatrist who has given 
assistance in the life insurance business; 
a successful business man; a _ million 
dollar owner of paid up life insurance; a 
field trained home office official, and an 
expert on insurance for business and tax 
purposes. Life Insurance & Trust Coun- 
cil will meet April 12, with trust officers 
of “loop” banks participating. President 
P. B. Hobbs, Equitable Society, will pre- 
side. 

Aurora, Ill.—P. B. Hobbs, agency man- 
ager Equitable Society, Chicago, will ad- 
dress a joint dinner meeting of the 
Aurora, Elgin and Joliet associations 
here March 24 on “Purpose Selling.” 





Columbus, O.—E. R. Shannon, Ohio 
State Life; C. C. Wharff, New England 
Mutual, and J. H. Winters, Mutual Life 
of New York, have been elected trustees. 
They will elect officers. The Columbus 
association will be host to the annual 
meeting of the Ohio association in May. 
Atlanta—A. N. Kemp, president Pacific 
Mutual Life, spoke on “Trusteeship of 
Life Insurance Salesman.” 








Aggressively Developing State of Illinois 
Offering Unusual Agency Opportunities 





Assistance in the Field 


Liberal First Year Commission and Non-forfeitable 
Renewal Commissions 


Home Office Co-operation 





GLOBE LIFE INSURANCE Co. 
OF ILLINOIS 


WM. J. ALEXANDER, President 
An Old Line Legal Reserve Company—Established 1895 
40 Years of Continuous Faithful Service 
to Policyholders 





431 South Dearborn Street 























Writing Complete Line of Modern Policies with 
All Standard Provisions 
Ages (0-60) 
Double Indemnity — Disability — Non-Medical 
Modern Juvenile Contracts Full Benefits Age 5 


Write Us Topay For ParticuLars 


Chicago, Illinois 
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Sales Ideas and Suggestions 











Prestige Building, Present 
Day Selling Plans Stressed 


By R. E. RICHMAN 


BOSTON—Prestige is the good name 
acquired by work performed. That was 
the definition given by Robert P. Bur- 
roughs, Manchester, N. H., general 
agent, National Life of Vermont, at the 
New England sales congress here. 

Men acquire prestige in any field by 
the ability to reach their objectives, said 
Mr. Burroughs. While life insurance it- 
self and the life companies have great 
prestige, the occupation of selling life 
insurance falls far behind the institution 
in possessing that reputation. There- 
fore, it is necessary for the life insur- 
ance salesman to make extra effort to 
gain prestige. Mr. Burroughs outlined 
a number of methods of building pres- 
tige more surely and quickly by con- 
scious endeavor. When Mr. Burroughs 
is told by a prospect that another life 
man recently called, he asks, “What did 
you get out of the interview? What 
was it he said that impressed you about 
life insurance?” The answers to these 
questions have proved valuable in dis- 
closing what people remember and what 
impresses them. Moreover, it launches 
the conversation directly into the sales 
subject. 


Thorough Preparation Essential 


Thorough preparation is the first aid 
in earning prestige, said Mr. Burroughs. 
Others are keeping up to date on cur- 
rent life insurance news, study of good 
insurance services which he said should 
be owned by the salesman: study of 
the lawyer’s method of careful investi- 
gation before answering questions; 
coming well versed on related subjects 
such as taxes, trust funds; frankly ad- 
mitting to prospects that many other 
life companies are good; unusual atten- 
tion to personal appearance and fitness; 
correct use of English; 
name for reference only with his per- 
mission; respecting a man’s time; ad- 
vertising in newspapers and by letters; 


cial gatherings unless 
others; and keeping well versed on gen- 
eral affairs. 


Should Have Broad Knowledge 


It is an error, according to Mr. Bur- 
roughs, for an agent to confine his 
knowledge of life insurance only to the 
forms he sells. It is an advantage to un- 
derstand something of the operation of 
pension trusts and group insurance. 
Agents frequently lose clients by failing 
to observe how a lawyer builds prestige 
through the exercise of care in giving 
his answers to legal questions. Agents 
who give quick but inaccurate infor- 


mation leave themselves targets for 
competitors. Mr. Burroughs said the 
very best kind of introductory cards 


he 


One 


had ever received simply stated in 
( form or another, “I believe what 
he tells me.” Many times when answer- 
ing important questions it is well to sub- 








mit proof of the correctness of the an- 


Swet 


Pre-Call Letters Help 


ell answering questions about other 


te companies, Mr. Burroughs says 
200 fe like this: “There are about 
00 life insurance companies. I have 


nade a thorough study of the top 12. 
\mong them I would not put any com- 
pany higher than my own.’ 

Particularly in the sale of annuities, 

c-call letters have helped to pave his 


way for sales. The degree of help from 


be- | 
| said Mr. Johnson, 





using a man’s | 


| discussed by Max C. 


the letters will depend upon the amount 
of thought which is given to pointing 
out exactly the advantages to the indi- 
vidual buyer. For civic work, Mr. Bur- 
roughs advised the agent to pick out one 
activity and concentrate upon that rather 
than scattering efforts. 


Compares Salesman to Boxer 


Lester Rosen, with the Barton 
agency of Union Central in New York, 
the second speaker, is 26 years old and 
the youngest member of the Million 
Dollar Round Table. He qualified in 
1938 for the fourth successive time. Mr. 
Rosen presented the analogy of the life 
insurance salesman and the boxer. He 
quoted a boxing expert as stating that 
a great fighter is a combination of good 
points learned from others plus some 
finishing touches of his own. The boxer 
spars with blows, while the life insur- 
ance man spars with ideas. The boxer 
wins by a knock down, while the life 
insurance man wins by setting the man 
up. 

The morning session concluded with 
the famous talk of Isaac C. Kibrick, 
agency assistant, New York Life, Brock- 
ton, Mass., on “Finding Them Where 
They Are Not.” 


Stresses Purpose Selling 


Problem selling in life insurance has 
been overdone and it is now time to 
put the stress on purpose selling, said 
Holgar J. Johnson, president National 
association. The difference between 
problem selling and purpose selling, 
is the difference be- 
tween stressing what a man ought to 
do and what he wants to do. An ex- 
cellent approach on this plan is to ask, 
“What do you want to do more than 
anything else in life?” 

The life underwriter—1939 model— 
Fisher, assistant 


| secretary Metropolitan Life, will recog- 


avoiding life insurance discussion at so- | 
introduced by | 
| the American people: 


| 
| 





nize in his preparation and sales talks 
these major changes in the outlook of 
First, the outlook 
for longer life; second, the investment 
outlook which no longer automatically 


|accepts stocks for income and bonds 


for certainty and knows that with lower 
interest rates more saving is required 
for old age protection; third, the edu- 
cational background which is far more 
extensive now than a generation earlier; 
fourth, the outlook toward life insur- 
ance which makes it the center of all 
eyes and inquiries and which can be met 
only by the life underwriter who can 
be an effective public relations man for 
the institution. 


Expect to Live Longer 


People today know that they may ex- 
pect to live longer than their fathers 
and they hope to live better. When 
most of the present generation of 50 
years of age was born, the life expect- 
ancy was only 49 years. Those being 
born today have an expectancy of 63 
years. Forty percent more of the peo- 
ple born today will be able to live be- 
yond age 60 than of those born 50 
years ago. Of the 2,000,000 men and 
women reaching maturity each year 
now, two out of three will outlive a 
normal life. To prove that this long life 
is a hazard, Mr. Fisher cited that only 
two out of each 10 over 65 today are 
able financially to take care of them- 
selves. The 1939 prospect is a longer 
lived man than the prospect of yester- 





day and that is one of the reasons for 
emphasis on the retirement income idea. 
The underwriter must recognize this. 

Heretofore the emphasis on standard 
of living has been to have it bigger and 
bigger. Great mansions, colossal as a 
favorite adjective, big rooms,—these 
were the marks of the preceding age. 
Today, small houses, economy, safety, 
and quality are sought after. 

Then too, the 1939 life underwriter 
must recognize that people have far bet- 
ter educational training now than even 
15 years ago. Today 915,000 graduate 
from the high schools annually, or three 
times the number of graduates coming 
out each year as compared with 15 years 
ago. Each year now, 136,000 college 
graduates appear. One out of three of 
the prospects is almost sure to be at 
least a high school graduate. While this 
makes for an easier job for the life in- 
surance salesman it also provides a more 
discriminating buyer. 


Wary of Old Formulas 


Knowledge of the 1939 prospect about 
investments has created a far greater 
wariness of old time formulas of saving, 
according to Mr. Fisher. Stocks for 
profit and bonds for safety do not sat- 
isfy the 1939 prospect. Lower interest 
rates today make it imperative at the 
very time when people live longer that 
they set aside more savings in order 
to face the expensive luxury of the fu- 
ture. A man wanting a retirement in- 
come of $3,000 a year at the end of 25 
years, could, when interest rates were 
6 percent meet the requirement by 
saving $875 a year. But with interest at 
4 percent, it becomes necessary to save 
$75,000, and the savings requirement 
jumps to $1700 a year. Nevertheless, life 





insurance premiums have not doubled 
for the premiums required to reach the 
same goal. 

An investigation into life insurance, 
says Mr. Fisher, is the surest evidence 
that the eyes of the people are already 
turned in the direction of life insurance. 
The public will have the facts on life 
insurance only if those in the life insur- 
ance business itself give them the facts. 
The agent must be able today to answer 
intelligently the questions regarding the 
operation of life insurance which appear 
in general conversation and in the daily 
press. 

An agent may check his effectiveness 
by determining whether he is prepared 
to meet the 1939 prospect who knows 
he will live longer and expects to live 
better, who is much better educated 
than the prospect of 1924, who has lost 
much of his faith in his own ability to 
select profitable and secure investments, 
who can meet the old age retirement 
want usually in no other way except by 
life insurance, and who is eager to un- 
derstand more about the operation of 
life insurance. 


Thurman Talks on Motivation 


E. B. Thurman, Chicago general 
agent New England Mutual, gave an in- 
spirational talk on motivation. Mr. 
Thurman said that general agents can 
advise and arouse men working with 
them only by a study of everything that 
has gone into the man’s makeup. A 
most important question for the general 
agent to determine is whether a man 
about to be employed can be motivated 
at all by the general agent. If the an- 
swer is in the negative, then the man 
ought not to be employed in that par- 
ticular office. 





Showing Buyer 


What Policy 


Will Do for Him 





HARTFOR D—tThe importance of 
showing each buyer exactly what the 
policy will do for him from a profit 
standpoint was the keynote of the an- 
nual sales congress of the Connecticut 
State Life Underwriters Association 
here in the Aetna Life auditorium. 
More than 500 heard a wealth of hard- 
hitting practical sales advice from a 
dozen speakers. 

R. U. Redpath, Jr., Northwestern Mu- 
tual in New York City, declared that 
“our major job is to make the public 
realize our value and the progressiveness 
and soundness of the companies we rep- 
resent.” He spoke strongly on the de- 
sirability and necessity for study and 
review, for agents today must be the 
eyes through which the public looks at 
life companies and through which offi- 
cers of life companies look at the public. 


Vast Amount of Uncovered Values 


“Tt has been estimated that the total 
value of lives in this country reaches at 
least 750 billions, yet of that figure only 
a bit more than half is now accounted 
for by social security, life insurance, and 
the several other methods in operation. 
There is a good 250 billion dollars in 
life values completely uncovered, espe- 
cially in business. We must get after 
this corporate business,” he declared. 

Speaking of ‘ ‘keyman value,” Mr. Red- 
path urged his audience to seek sales 
by means of the appraisal of the value 
of keymen to their business as the way 
to get life business paid for by others 
than the insured. Mr. Redpath recently 
sold a $450,000 policy on this basis. He 
urged sale of endowments for institutions 
or favorite charities, emphasizing the 
tax deductions on these policies. He 


} surance, 





has been a member of the Million Dollar 
Round Table for two years. 

Two New York Life agents, 
Venturella of Hartford and 
Resnick of New Haven, showed their 
method of prospecting, demonstrating 
the advantage of getting names of men 
in various trades from a center of influ- 
ence and then securing information on 
the prospects. 


Frank 
Maurice 


Never Hesitates on Friends 


John McGauley, who has paid for 
25,000 in life business and 39 accident 
saiielen in the 10 months he has been 
with the New Haven agency of the Con- 
necticut General, spoke of prospecting 


by an endless chain method combined 
with a modified center of influence 
method. He never hesitates to approach 


his friends; since his friends will see him 
and are naturally interested in life in- 
he feels that he owes them a 
call. He is completely sold on life in- 
surance, and his attitude is that “what’s 
good enough for me is good enough for 
my friends.” He described life insur- 
ance as the only business “which pays 
us for strengthening old friendships and 
making new ones. 

Francis Fenn of Hartford, a new- 
comer with the Connecticut Mutual, 
spoke of the advisability of time control 
sheets, but warned that the agent must 
work his system, rather than be worked 
by it. If you fail to get a few of the 
interviews you have gone after, he said, 
don’t try someone else merely because 
your sheet says you must see so many 
men each day. “Be sure you're pre- 
pared for each step.” 

William Finder, New 


visor Equitable Society. 


Haven 
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super- 
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necessity of giving the prospect a con- 
crete reason to buy. He advised all 
agents to learn to be good listeners. 

“The wise man capitalizes on his ex- 
periences, ‘but the superwise man capi- 
talizes on the experiences of others,” 
said J. Harry Wood, John Hancock Mu- 
tual manager of general agencies. 

In discussing ‘Motivating Forces” 
Holgar J. Johnson, National association 
president, described five essential opera- 
tions for a career underwriter: creation 
of markets by seeing enough people; 
placing the right policy with the right 
person; conserving business; seeing that 
it is properly distributed; and following 
leads, all in addition to being a good 
salesman. He spoke of the responsi- 
bility of management to recruit men who 
will be permanent factors in the busi- 
ness. With proper education and the 
proper men, he said, it ordinarily takes 
from three to five years to develop a 
successful underwriter. 


Other Factors of Job 


Mr. Johnson stated that the agent’s 
job is not done even when he has placed 
the right policy with the right buyer. 
He must be sure that the buyer realizes 
this and that the public realizes he is 
doing this habitually. He must make 
certain that the insurance is properly 
distributed, that it does what it must 
do to answer the buyer’s wants, and he 
must check up to see that circumstances 
have not changed the needs of the buyer. 

Commissioner Blackall emphasized the 
necessity of selling the company to the 
prospect. This is not merely a matter 
of reading off the annual statement, he 
went on, but implies a keen knowledge 
and an enlightening explanation of its 
administrative policies and of its ways 
of meeting economic and business de- 
velopments. This must be done clearly 
and concisely. “If the institution of life 
insurance were to be totally destroyed 
over night it would have to be resur- 
rected in the morning—we can’t get on 
without it,’ he declared. ‘Too many 
agents are looking for million dollar con- 
tracts and forgetting that their neighbor 
has problems and would welcome their 
help.” 


Outline Effective Ideas 


“My Most Effective Sales Idea” was 
discussed by Thomas L. Durkin, Metro- 
politan Life, Danbury, Conn., and 
George Hulse, Phoenix Mutual, Bridge- 
port. Mr. Durkin gets the prospect or 
policyholder into the picture. “In any 
successful sales program the prospect 
should be able to see himself as a 
primary beneficiary under circumstances 
he likes to contemplate, living—not 
dying—to enjoy the fruits of his labor. 
Today we must make the prospect the 
primary beneficiary and the primary 
beneficiary the contingent beneficiary. 
The major reaction of most prospects 
to a program is ‘What do I get out 
or at?” 

For the man who doesn’t save any 


money, Mr. Hulse recommended this 
approach: 
“Mr. Jones, how much money have 


you saved in the last 10 years”? He'll 
probably stammer and be unable to show 
any tangible evidence of savings. ‘Well, 
Mr. Jones, I have to contact 10 men to 
find one that isn’t a slave to the land- 
lord, the butcher, the baker, the candle- 
stick maker, but is working for his own 
retirement income. In fact, here’s the 
picture that faces the average family 
when that old monthly check comes in.” 
Here the agent takes out a calendar and 
starts marking off the days of the month. 
“Seven days for the landlord, three days 
for the butcher, four days for the grocer, 
two days for the doctor, two days for 
the dentist, three days for payment and 
upkeep of the car, two days for the gas 
and electric bill, two days for clothes, 
two days for vacation, one day for enter- 
tainment, one day for fire insurance, and 
one day for direct tax. Mr. Jones, it 
merely means this, that if there happen 
to be 31 days in the month maybe you'll 


things first. He builds a little fence 
around the first three days of his salary 
and puts up a nice little sign that says, 
‘No Trespassing—this is for Mr. Jones,’ 
and from that point on he hands out 
the rest to the butcher, the baker, and 
the candlestick maker.” 

Russell S. Moore, assistant manager of 
agencies for Midland Mutual Life, closed 
the congress with an inspirational ex- 
hortation to develop the proper mental 
attitude toward the business. Positive 
thinking makes for success, he asserted. 
“We must have self-confidence—‘the 
greatest sale is to sell yourself to your- 
self-——and we must have confidence in 
the business. We must have a major 
goal and immediate goals and desires.” 





Boston Sales Congress 
Notes and Observations 





Holgar J. Johnson, president National 
association, said at the Boston Sales 
Congress that the National association 
hopes to obtain greater response in pol- 
icy making from the various local un- 
derwriters associations by pushing for- 
ward the meeting of the executive coun- 
cil at the National association meeting 
in Louisville to the day preceding the 
meeting of the trustees. It would then 
be the business of the council to act as 
a legislative body setting forth the poli- 
cies to be followed by the National as- 
sociation and the trustees would be the 
administrative body to carry out the 
policies determined upon. 


* * * 
Max C. Fisher, assistant secretary 
Metropolitan Life, will address sales 


congresses next week in Raleigh, Greens- 
boro, Charlotte, and Asheville, N. C. 
The week following, he will speak to 
sales congresses in Pittsburgh, Parkers- 
burg, W. Va., and Nashville, Tennessee. 
For many years, Mr. Fisher has talked 
and outlined courses and methods in the 
educational schools of the Metropolitan 
Life. He has given long years of study 
to the preparation of men for the busi- 
ness. His address which he is now giv- 
ing on “Life Underwriter—1939 Model” 
is an unusually well thought out and 
presented outline of the major social 
trends which tell the life insurance un- 
derwriter what he should be prepared 
to do. 
ae ak) oak 
Robert P. Burroughs, Manchester, 
H., general agent National Life of 
Vermont, is Republican national com- 
mitteeman for New Hampshire, one of 
the youngest in the country. Mr, Bur- 
roughs was a pursuit pilot during the 
war and continued flying for many 
years. Recently he has curtailed his 
plane piloting, but often spends week 
ends during the winter skiing down the 
New Hampshire mountain sides. 
Sf oy ook 
C. Sanborn, Boston general 
agent Connecticut Mutual, who pre- 
sided, is also chairman of the Million 
Dollar Round Table of the National as- 


Paul 


a 





sociation. In his introductory remarks, 


Mr. Sanborn reported 93 producers haye 
sent in credentials for the Million Dol. 
lar Round Table for 1938. Including life 
members, there are now 163 member; 
Those who sent in qualifying credential; 
for 1938 wrote an average of 83 live 
with an average total production of $1. 
190,000. Mr. Sanborn said that the 
members of the Round Table owne; 
personally an average of $126,000 lite ip. 
surance. 

In New England, nine men presente; 
qualifying credentials for the Million 
Dollar Round Table Club covering 1933 
They are R. P. Burroughs, Nationa| 
Life, Manchester, New Hampshire: 
Paul Clark, John Hancock, Boston; the 
late C. C. Gilman, New England Mutual, 
Boston; Charles Johnson, Boston, I. §. 
Kibrick, New York Life, Brockton, 
Mass.; Roderick Pirnie, Springfield 
Mass., now general agent for the Mas- 
sachusetts Mutual in Providence, R. I.; Pax 
C. Sanborn, Connecticut Mutual, Bos. 
ton; Jacob Shoul, Mutual Life, Boston, 
and Simon D. Weissman, Equitable oj 
New York, Boston. There are “= life 
members from New England, J. E. D, 
Jones, Equitable of New "York, . ‘Sam 
Soferenko, New York Life, both oj 
Providence. 





re ee 

Fred C. Sanborn, who has completed 
50 years as a member of the Boston 
association, was presented with a scroll 
in appreciation of his contribution to the 
association and the business. Mr. San- 
born was unable to be present so the 
scroll was received by Richard Black- 
mur, one of the Boston general agents 
of the Massachusetts Mutual Life. 

Mr. Sanborn started with the Massa- 
chusetts Mutual in Manchester, N. H, 
when he was 20 years of age. Later he 
went to Boston and became cashier of 
the agency there. In 1895 he was ap- 
pointed general agent at Boston. In 
1929, at the age of 76, he asked to be 
relieved of agency management. He de- 
cided, however, to still serve the com- 
pany and agency in an advisory capac- 
ity. He was elected a director in 1931 
and continues to hold this position. He 
has served the company, in his various 
capacities, longer than any other man. 
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able in pleasant, homelike rooms. 
tizing food for breakfast, 
dinner—served in the Coffee 
Shop . . . Garage service 
. .. All rates are reason- 


The Andrews 


Guests are always comfort- 
Appe- 


luncheon and 





RATES 


if 4 
Wa: 
y 


Wu 


Ir 


NI 
one ¢ 
necte 
Orvi 
Guat 
Yorl 
whic 
as i 


Coed ee 





WITHOUT BATH ‘3 











get to put one away in the old sock 
for yourself. 

“Now Mr. Jones, contrast that picture 
of the average family and the 10th man, 





writer. 





who adjusts the calendar and puts first 
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